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HERMAN WATSON 





In February 1944, Herman Watson of Fort Payne, Alabama, signed a 
contract to represent the friendly Franklin. It was his initial experience 
in the sale of life insurance, although in addition to his teaching back- 
ground, he had a marvelous record of sales in other financial fields. 

In his first year he ranked fourth in our national organization with 254 
sales for a volume of $465,000. This month he completes his ninth year 
with the Franklin, ranking second nationally. In 1952 his record was 310 
sales for a volume of $1,278,500. 

He has averaged over a sale a day for every working day for nine 
years. 

Every sale, without exception, has been cash with application. 

Typical of the abundant prosperity, happiness, and financial prestige 
experienced by so many of our Franklin associates, was the recent election 
of Mr, Watson to the presidency of a bank in his community. 

Here is the record of his nine years with the Franklin: 


Number 
Year of Sales Volume 


1944 ; 254 $ 465,000 
1945 279 516,500 
1946 329 813,000 
1947 377 862,500 
1948 378 720,000 
1949 401 1,367,750 
1950 319 1,125,500 
1951 265 877,500 
1952 310 1,278,500 


Total Sales 2,912 Total Volume $8,026,250 


Lhe Friendly 
FRANIKILIN WIFE conan" 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 188% 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 
Over a Billion Three Hundred Million Dollars of Insurance in Force 
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Do Your Letters Have That 
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Making an excellent impression is, 
of course, part of any executive's 
job. Helping you do just that with 
every letter you send out is the par- 
ticular function of the IBM Electric 


Executive* Typewriter. 


It's not only the distinctive type faces 
from which you can choose; it's the 
spacing of each character in every 
word and line that gives your letters 


that "Executive appearance." 


Next time you receive a letter typed 
on an IBM Executive Typewriter, 
compare it with others in the same 
mail. Better yet, telephone or write 
the nearest IBM office today, or mail 
the coupon below. We'll be glad to 
show you the difference an IBM Exe 
ecutive can make in helping you make 


the best impression. 














IBM, Dept. . NL 
590 Madison Ave., New York 22, N.Y. 


C I'd like to see the 
IBM Electric Executive Typewriter. 


( Please send brochure. 
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N.Y. State Agents 
Seek Stop-Gap Tag 
for All 213 Moves 


Delegates Urge That 
Door Be Left Open 
for Real Revision in ‘54 


By ROBERT B. MITCHELL 

ALBANY — Oppose Superintendent 
Bohlinger’s proposals for amending 
section 213, the expense limitations 
statute, unless they are plainly tagged 
as stop-gap legislation leaving the door 
open for a full-scale revision next year. 

That was the unanimous vote of the 
delegates to the New York State Life 
Underwriters Assn.’s special meeting 
here. 

Only two relatively minor points in 
Mr. Bohlinger’s seven-point proposal 
are temporary. One would continue 
the emergency 50-cents per $1,000 ex- 
tra expense allowance. The other would 
grant an extra 2% allowance on month- 
ly debit ordinary. Both run for only a 
year. 

@ e 6 

The other points, providing for 
slightly higher permissible renewals to 
agents; a 5% additional overriding 
on general agencies not written by the 
general agent; a training allowance for 
new agents; removal of the compensa- 
tion limit for new general agents in 
their first five years in new general 
agencies; and authority for the super- 
intendent to fine a company up to 
$1,000 for violations of section 213 are 
all permanent legislation and intended 
by the superintendent to be permanent. 

Spencer L. McCarty, Provident Mu- 
tual, Albany, executive secretary of 
the state association and chairman of 
the compesation committee of the Na- 
tional Association, said the Bohlinger 
proposals would be introduced in a 
few days and it was too late to attempt 
to get the legislators to accept some of 
them and reject others. 

e e e 

It was his view and that of other 
state association leaders that the most 
practical course was to shoot for a 
modification of the bill so that all the 
proposals would be plainly labeled as 
one-year stop-gaps. Otherwise, even 
tacit acceptance of any of the proposals 
on a permanent basis would give the 
legislators reasonable ground next 
year for objecting to full-scale revision 
attempts, on the ground that the 1953 
legislation was intended to be perma- 
nent. 

The state association authorized the 
printing of a memorandum by Mr. Mc- 
Carty, E. R. Gettings, Northwestern 
Mutual, Albany, B. N. Woodson, man- 
aging director of N.A.L.U., and Frank 
Wenner, Connecticut Mutual, Utica, 
based on a draft prepared by Mr. 
Wenner which he read at the meeting. 

This memorandum will be distrib- 
uted for use of members in explaining 
the association’s position to their sena- 
tors and assemblymen. 

(CONTINUED ON PAGE 20) 


Draws Record Crowd 


Panel Discussions 
Keep Group Rally 
at Sparkling Pitch 


Leaders in the group A. & H. field 
doffed their competitive attitudes at 
the H. & A. Underwriters Conference 
group committee meeting in Chicago in 
favor of a concerted approach to solve 
some of the current vexing problems. 
The two-day group committee annual 
parley was preceded by an all day 
session of the hospital-medical com- 
mittee. Attendance was a record 324. 

Following opening remarks by Roy 
A. MacDonald, conference assistant 
director of group and underwriting, 
Robert R. Neal, vice-president of North 
American Accident, conference presi- 
dent, and C. O. Pauley, managing di- 
rector, briefly addressed the group 
committee gathering before session 
chairman Ralph C. Knoblock, 2nd vice- 
president of Washington National, took 
charge. 

The need for putting into practice 
some of the good business principles 
advocated by the speakers at the group 
meeting was stressed by Mr. Knob- 
lock. In his talk he declared that 
the group business as a whole is now in 
accord with the idea that the point has 
been reached where more than lip 
service must be paid to the idea of 
getting proper rates and using proper 
underwriting for this line. 

All companies are guilty of some 
violations of proper group underwrit- 
ing principles from time to time, Mr. 
Knoblock said. Stretching the idea of 
group has gone so far, he added, that 
he has heard of one case on “an asso- 
ciation of former policemen.” Group 
writing manuals are entirely ignored 
in cases like this. The majority of 
group companies have recently decided 
that they must change their ways and 
operate on sounder principles, both 
from an underwriting and rate stand- 
point. The idea of making a profit on 
group business is gaining in popularity. 

Company income, or “price” of group 
business, was considered by a panel 

(CONTINUED ON PAGE 8) 


One-Day Session on 
Hospital and Medical 
Reviews Cost Problems 


The meeting of the hospital-medical 
committee which opened the three-day 
gathering of the conference at Chicago 
was attended by about 250 company 
people. Don R. Hodder, Woodmen Acci- 
dent, presided as committee chairman. 

John P. Hanna, associate managing 
director, who has just returned from a 
two-year hitch in the navy, was given 
a welcome, and Conference President 
Robert R. Neal, North American Acci- 
dent, introduced Bruce Gifford, a new 
member of the staff. 

The question of what can be done 
about rising costs was taken up by 
Robert W. Carey, New York Life, who 
said the general feeling seems to be 
that insurers can do very little about 
controlling hospital and medical charges 
and have no alternative other than to 
adjust rates in line with trends. 

The principal way in which the busi- 
ness has been making progress on this 
problem is through Health Insurance 
Council and its committees, Mr. Carey 
said. While the council has no imme- 
diate solution, it is through the dis- 
semination of information regarding 
hospital charges, public relations work 
with hospital administrators and doc- 
tors and introduction of hospital ad- 
mission plans, making strides in the 
right direction. By taking these steps, 
the A. & H. people will have a better 
insight as to what the problems of 
hospitals are and they can build a bet- 
ter understanding with hospital people 
concerning insurance problems. 

Despite the fact that there is a gen- 
eral concern and complaint about high 
loss ratios on hospital business, there is 
still no evidence of a stampede to ask 
for higher rates or new forms on re- 
newal business where the companies 
have a right to do so. “It may be that 
some of the companies that claim they 
are having difficulty with their hospi- 
tal business are harboring hopes that 


the hospital rates have reached their 
(CONTINUED ON PAGE 19) 





Late News Flashes 
See Feb. 16 as Earliest Date for 213 Bill 


NEW YORK—No bill for liberalizing section 213 to reflect the aims of the 
insurance department and the industry was introduced in the legislature this 
week and no hearing had been scheduled up to noon Thursday. Since the legis- 
lative committee’s practice is to give at last 10 days notice of a hearing the 
earliest that a hearing could be held would be the week of Feb. 16. 


OKs Offsetting Disability Cost Against Earnings 

WASHINGTON—Wage and hour administrator McComb announced that 
under exemptions from the fair labor standards act applying to executive, ad- 
ministrative and professional employes, “benefits paid for disability or sickness 
insurance may be offset against the employe’s salary, if the employer pays the 
full premium or the full state tax for the insurance. 

“Where the employer pays only a part of the cost of disabiltiy or sickness 
insurance, the employer may offset benefit payments against the employe’s 
salary in the proportion that his contribution bears to the total premium paid.” 
e G. Frederick Lawrence. general agent for Provident Mutual Life of North 
Dakota at Bismarck, has been named the company’s 1952 “Man of the Year.” 
He previously was awarded the title in 1941 and 1948, making him the com- 


pany’s first three-time winner. 
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Conference Group Rally Stalemate Looms 


on Proposal for 
Revision of 213 


Companies, Bohlinger at 
Odds on Security Benefits, 


5% Overriding 


NEW YORK —FEfforts to persuade 
Superintendent Bohlinger to alter even 
slightly his proposed seven-point legis- 
lative program for modifying the New 
York expense limitation statute had 
proved unavailing, up to press-time, 
and there are indications that many 
companies would rather have no legis- 
lation than what is offered in the su- 
perintendent’s proposal. 

A “Task Force” from the policy 
committee representing the industry 
met with Mr. Bohlinger last Fri- 
day. It got nowhere with a proposal 
to modify his proposed amendments 
to an extent that would make them less 
objectionable to the companies and the 
field men. It got a flat rejection of its 
suggestion that his entire program be 
made stop-gap, leaving the way open 
for a complete overhauling of section 
213 next year. Except for two provi- 
sions definitely tagged as temporary, 
Mr. Bohlinger wants the rest of his 
program regarded as finished business 
if it is enacted. 

e o + 

A meeting of the policy committee 
has been called for Friday of this week, 
when it will probably be decided what 
stand to take on the superintendent’s 
proposals. As matters stand now, it is 
quite possible that Mr. Bohlinger’s in- 
sistence on including certain features 
that some companies particularly object 
to will result in a split in company 
sentiment, with the result that the com- 
mittee would take no stand on the bill. 

It is also possible that the committee 
might take a stand in opposition. Least 
likely of all is that it will endorse the 
measure on the ground that unsatis- 
factory though it is, it is still better 
than nothing at all. 

Particular objection centers on the 
proposal to give general agents an extra 
overriding of 5% so they can pay their 
agents the legal maximum of 55% and 
still have 5% for themselves but only 
on business not written by the general 
agent himself; and to make the pro- 
posed increase in renewal commissions 
to agents contingent on his company’s 
setting up a security benefits plan. 

There is no quarrel with the super- 
intendent’s objective of discouraging 
one-man general agencies but many 
companies consider that denying the 
general agent who is building up an 
agency the extra 5% would materially 
reduce his compensation. They feel he 
should have the 5% overriding on all 
business, whether written by his agents 
or by himself. The point is made that 
office expenses apply to new business, 
no matter who writes it. However, the 
superintendent reportedly rejected even 
the suggestion that the extra 5% would 
be denied if more than half of the 


agency’s production came from the 
(CONTINUED ON PAGE 6) 
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1952 Company Reports Continue 
to Be Impressive in All Aspects 


AETNA LIFE 

Premium income of Aetna Life in 
1952 increased $44,204,273 to $404,485,- 
157. This includes A. & H. premiums 
of $143,929,234, up $21,559,559. Sur- 
plus reached $90,586,678, a gain of 
$14,780,452. 

New ordinary life issued was $355 
million, while new insurance in group 
life and employe plans amounted to 
$595 million. 

Ordinary in force was $2,974,000,000, 
up $155 million, and group in force 
reached $8,769,568,000, an increase of 
$1,127,000,000. 

Contingency reserve increased ap- 
proximately $10 million, and is now 
$67,742,904, including a security valu- 
ation reserve of $18,042,904 now re- 
quired by insurance departments. As- 
sets jumped $192,637,675 to total $2,- 
167,955,417. 

The company applied $8,694,086 to 
strengthen its reserve basis for life and 
annuity contracts added $1 million to 
employees’ retirement allowance fund, 
which now stands at $50,700,000. 


BANKERS NATIONAL LIFE 

Bankers National Life reports its 25th 
anniversary year as the best in its 
history. Total new business paid for 
was $48,956,224, an increase of more 
than 55%, and a new high. Increase of 
insurance in force was $33,595,363, a 
gain of 91%, bringing total in force to 
$224,057,181. The average new ordin- 
ary policy sold was $6,295 as against 
$6,003. 

Total A. & H. and hospitalization 
premiums gained more than 30%. 


CONNECTICUT GENERAL LIFE 

Connecticut General Life had life 
insurance in force at the end of the year 
of $4,851,000,000, a gain of $641 mil- 
lion. Premium income of $197 million, 
as against $166 million in 1951, in- 
cluded ordinary, $72 million; group 
life, $25 million; group A. & H., $46 
million; group annuities, $36 million; 
deposit administration funds, $13 mil- 
lion; and commercial A. & H. $4 mil- 
lion. 

Assets passed the billion-dollar mile- 
stone, reaching, $1,054,000,000. Invest- 
ment earnings increased from 3.04% to 
3.09% after deduction of fedreal and 
Connecticut taxes. The rate of earnings 
before taxes increased from 3.23% to 
3.32%. Some 53% of assets were in- 
vested in bonds and 37% in mortgage 
loans. 

Additions of $314 million were made 
to surplus, about $2 million to contin- 
gency funds, $31% million to special 
funds in provision for the improved 
longevity of annuitants and nearly $3 
million to a special fund to provide 
against possible losses through fluctua- 
tion in the market value of securities. 

President Frazar B. Wilde reported 
that the company had good mortality 
experience in 1952, but said that in 
the area of A. & H. and hospitalization 
insurance, the year’s experience had 
been unfavorable. Losses, he said, ap- 
parently were caused by the current 
wider use of hospital and medical serv- 
ices and by the effect of inflation on 
their cost. 

Payments of $93 million were made 
to the policyholders and beneficiaries, 


EQUITABLE, IA., CORRECTION 


The NATIONAL UNDERWRITER regrets 
that in reporting the annual statement 
figures of Equitable Life of Iowa, the 
amount of the increase in insurance in 
force was understated by $20. million. 
The correct amount of increase is 
$70,519,184. 


FEDERAL LIFE 


L. D. Cavanaugh, president of Fed- 
eral Life, reports paid for life insur- 
ance in 1952, excluding group, was 
$28,736,529, an increase of 27%. Life 
insurance in force increased $17,844,529 
to a total of $166,227,149. The increase 
in business in force was 47% greater 
than that for 1951. 

Assets increased to $34,736,242, an 
all-time high, and surplus increased to 
$2,297,223. 

Payments to policyholders and bene- 
ficiaries since organization exceed $88,- 
800,000, and reserves and other benefit 
funds exceed $29 million. 


GENERAL AMERICAN LIFE 


In every way, 1952 was General 
American Life’s finest year, accord- 
ing to President Powell B. McHaney. 
Total insurance in force now exceeds 
$1,381,000,000, 

Ordinary sales represented a 19% 
increase, while group life increased 
$96 million. Group premiums from 
both life and casualty lines increased 
from $19,600,000 to $21,600,000. Total 
premium income increased by $3,162, 
000 to reach a total of $34,502,000. Per- 
sonal A. & H. sales were higher by 
24.3%. 

Assets increased by $7,576,817 to 
$195,576,581, the increase largely being 
invested in corporate bonds, princi- 
pally public utilities, with the mort- 
gage loan account kept at the 1951 
level. 

Dividends and experience rating re- 
funds to policyholders were larger and 
after such charges, including substan- 
tial increases in special reserves, the 
credit to surplus amounted to $1,340,- 
177 as against $580,637. 

Total payments to policyholders and 
beneficiaries amounted to $26,832,301, 
as compared with $25,981,817. 


GREAT-WEST LIFE 

A record amount of business, $327 
million, was issued by Great-West Life 
in 1952, a 11.5% gain, H. W. Manning, 
vice-president and managing director 
reports. Business in force increased by 
a record amount of $240 million and 
reached $2,131,000,000. 

Assets now amount to $446 million, 
an increase of $33 million. Surplus, 
contingency reserve and capital total 
$23,000,000. 

Policyholders and beneficiaries re- 
ceived more than $38 million, and a 
further sum of $28 million was added 
to policyholders’ reserves. 

The net rate of interest earned, 
after deducting all investment ex- 
penses, was 3.75%, as compared with 
3.55%. Mortality experience was fa- 
vorable, and operating costs declined. 
Total income was $82,900,000, an in- 
crease of 11%. 

Group business in force reached 
$579,000,000. New group _ business 
amounted to $121 million, a record. 


GUARDIAN LIFE 

A new high in Guardian Life sales 
was recorded for the third consecutive 
year, the 1952 total of $124,584,000 ex- 
ceeds the previous record set in 1951 
by 7.4%, President James A McLain 
reports. Insurance in force rose to 
$1,044,378,000, an increase of $73,088,- 
000. 

Income from all sources totalled 
$49,385,000, up 6.8%. Benefits paid to 
policyholders and beneficiaries 
amounted to $17,777,000, a gain of 
8.6%. Total benefit payments now 
amount to $462 million. 

Net earnings amounted to $4,788,000, 
down slightly from $4,939,000. Of this 
amount, $4,075,000 has been authorized 
as dividends to policyholders during 
1953, an 8% increase. Surplus rose to 
$21,736,000. Operating expenses were 
$9,041,000, compared with $8,218,000 
in 1951. 


HOME LIFE, NEW YORK 

New business produced during 1952 
by Home Life of New York broke all 
records for the third consecutive year, 
William J. Cameron, president, reports. 

Ordinary paid for amounted to $124,- 
005,869, a gain of 22% over the average 
of the past five years. Group life paid- 
for totaled $35,983,400. 

The average size policy issued in 
1952 was $11,864. 


MIDLAND MUTUAL LIFE 
With $27,160,199 of new life insur- 
(CONTINUED ON PAGE 23) 














At a Dallas banquet celebrating the entry into Texas of Life & Casualty of 
Tennessee are, left to right, Paul Mountcastle, chairman, Life & Casualty 
board; S. J. Hay, president, Great National Life; Guilford Dudley, Jr., presi- 
dent, Republic National Life; Dallas Mayor J. B. Adoue, Jr., and Ben H. Woot- 
en, president, First National Bank and Dallas Chamber of Commerce. 


Chamber Proposal _ 
to Extend SS Viewed 


as Inflationary | 


Some Observers Say 
Real Value of Life 


Insurance Would Suffer 


By HENRY HALLAM 


WASHINGTON—Opposition may 
develop among life insurance interests — 
to the U.S. Chamber of Commerce pro- 
posal to include 5 million more persons 
under old-age and survivors insurance 
and to adjust the tax rate as may be 
necessary to place OASI on a pay-as- 
you-go basis, some observers believe, 
The chamber’s proposal would involve 


fund to pay benefits to those presently 


utilization of the $17 billion OASI trust \ 


covered and the 5 million additional it # 


is planned to include under the system. 

Observers referred to believe that 
the chamber’s program would have in- 
flationary effects which would tend to 
reduce the real value of life insurance 
savings. These latter have already been 
reduced by 50% or more, life interests’ 
representatives have estimated, under 
the Roosevelt-Truman policies. 

oe e o 

Distribution of the $17 billions would 
call for liquidation of the government 
bonds in which it is invested, observers 
say, or government would have to bor- 
row more money to pay benefits. In 
the first instance even the price of 
government bonds might be depressed. 
In the second, government debt would 
be increased and perhaps the interest 
rate on government securities would 
have to be raised. The effects of in- 
creased OASI taxes would be consid- 
erable. 

Payment of OASI benefits to 5 mil- 
lion more people, which would not be 
accompanied by an increase in produc- 
tion, would mean that more people | 
would have more money to spend for © 
products and services which have not | 
been increased in quantity or expanded 
in scope, and inevitably have an in- | 
flationary effect, it is claimed. So f 
would the release of $17 billion into | 
the money supply of the nation. Prices © 
would go up, nobody knows to what — 
extent. 

Reactions of the chamber’s program 
upon the credit situation, Federal Re- | 
serve Board policies and requirements, — 
the banks, bank reserves, bank de- | 
posits and bank loans would be far- © 
reaching, observers believe. 

While fear or doubt has been ex- 
pressed in life insurance circles con- 
cerning the chamber’s program, it is 
understood that it was favored by life 
insurance representatives on the cham- 
ber’s committee which developed the 
new policy. Among those voting for it 
in that committee are reported to have 
been M. Albert Linton, president of 
Provident Mutual Life, and R. A. 
Hohaus, Metropolitan Life vice-presi- 
dent and actuary. 


ALC Medical Section Meet 


There will be a doctor in the house 


res 


Se 















for sure at The Greenbrier, White 
Sulphur Springs, W. Va., June 18-20 
when the American Life Convention 
medical section holds its annual meet- 
ing there. Preliminary arrangements 
have been completed and the tentative 
program formulated. j 
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Initial List of M.D.R.T. 
‘53 Qualifiers Announced 


William T. Earls, Mutual Benefit, 
Cincinnati, chairman of the 1953 Mil- 
lion Dollar Round Table, has an- 
nounced the initial 1953 qualification 
list, comprising all members officially 
notified through Jan. 24. 

Included in the list of qualifiers are 
all members of the M. D. R. T. execu- 
tive committee. Walter N. Hiller, Penn 
Mutual, Chicago, past chairman, quali- 
fed for the 20th time. G. Nolan 
Bearden, New England Mutual, Bev- 
erly Hills, Cal., 1953 vice-chairman, 
qualified for the ninth consecutive 
time; Arthur F. Priebe, Penn Mutual, 
Rockford, Ill., qualified for the eighth 
time; George B. Byrnes, Equitable So- 
ciety, Pasadena, Cal., qualified for the 
eighth time and Mr. Earls for the 10th 
time. 

Other prominent and long-time qual- 
ifiers included in the initial 1953 qual- 
ification listing are John O. Todd, 
Northwestern Mutual, Chicago, past 
chairman, who qualified for the 18th 
time; Grant Taggart, California-West- 
ern States, Cowley, Wyo., past chair- 
man and also past president of 
N. A. L. U., qualified for the 10th time. 

Jacob W. Shoul, Mutual Life, Bos- 
ton, qualified for the 24th consecutive 
year, with a record of having qualified 
more times than any other member of 
the Round Table. 

Leopold V. Freudberg, Massachusetts 
Mutual, Washington, D. C., qualified 
for the 17th time; Jack Lauer, inde- 
pendent, Cincinnati, 18th; Francis R. 
Olsen, Northwestern Mutual, Minne- 
apolis, 15th, and Alfred J. Ostheimer, 
Ill, Northwestern Mutual, Philadel- 
phia, 18th. 

Mr. Earls said that based on deluge 
of correspondence and the number of 
applications, the Round Table member- 
ship this year will establish an all-time 
high. He emphasized that the qualifi- 
cation period ends March 15, 1953, and 
all application forms must be in the 
mail by that date to obtain qualifica- 
tion for the 1953 table. A new re- 
quirement for the 1953 Round Table 
stipulates notarization of affidavit of 
membership in National Assn. of Life 
Underwriters, with careful reading of 
instructions urged to speed processing. 

Concerning the 1953 Round Table 
membership, Mr. Earls said that in the 
present list there are 39 qualifying for 
the first time; 111 life and qualifying, 
repeating; 50 qualifying repeating and 
58 life memberships. 

The roster of the Round Table quali- 
fication list as of Jan. 24, is as follows: 
Qualifying First Time 
William G. Adams, Aetna Life, Toledo; Rob- 
ert S. Ayers, John Hancock, Toledo; John W. 
Batdorf, Sun Life of Canada, Philadelphia; 
Dean Beebe, Northwestern Mutual, Tulsa; Pat 
Bryan, Jr., Southwestern Life, Graham, Tex.; 
Lloyd L. Caldwell, Washington National, Day- 
ton, O.; Edwin K. Chapin, Northwestern Mu- 
tual, New York; Franklin C. Comins, Massa- 
chusetts Mutual, Flint, Mich.; Maurice R. 
Coulson, Penn Mutual, Wichita; Fred A. Dit- 
mars, Massachusetts Mutual, Hackensack, N. J. 
Sidney Franklin, New York Life, Cleveland; 
Walfried H. Fromhold, New York Life, Palo 
Alto, Cal.; John C. Gage, Continental Assur- 
ance, Danville, Ill.; Phillip S. Hack, North- 
western Mutual, Phoenix, Ariz.; John D. 
Haynes, Franklin Life, Ft. Wayne, Ind.; Clif- 
ford E. Hoenk, Northwestern Mutual, South 
Bend, Ind.; Axel R. Holmgren, Connecticut 
General, Duluth; Philip F. Howerton, Connec- 


| ticut Mutual, Charlotte, N. C.; William King, 


Fidelity Mutual, St. Louis; Frank M. Kreidler, 
New York Life, Honolulu. 
Joseph N. Latiano, Mutual Life, Ellwood 
City, Pa.; Elliott McClung, Southwestern Life, 
+ Donald C. McCune, Fidelity Mutual, 
Pittsburgh; Jerome H. Pennock, Penn Mutual, 
Philadelphia; Vincent J. Quartararo, Pan- 


American Beaumont, Tex.; Don H. Roseroot, 
Home Life, Chicago; Arthur I. Sandberg, 
Connecticut Mutual, Chicago; Roy W. Smith, 
Great-West, Calgary; Kenneth Spetner, Trav- 
elers, St. Louis; Cornelius T. Tew, Franklin 
Life, Coral Gables, Fla. 

Edward G. Thomas, John Hancock, Colorado 
Springs; J. Edwin True, Mutual Life, Twin 
Falls, Ida.; (Mrs.) Lucille DeVore Tucker, 

New York Life, Memphis; Arden Van Dine, 


Business Men’s Assurance, San Diego; Fred- 
erick G. Walker, Massachusetts Mutual, New 
York; Kenneth F. Webster, Northwestern Mu- 
tual, Milwaukee; Roy L. Weid, New England 
Mutual, Sacramento, Cal.; William F. White, 
Jr., Union Central, Corpus Christi, Tex.; Jim- 
mie M. Whitmire, Southland Life, Wichita 
Falls, Tex. 


Life and Qualifying First Time 

Sam Baum, Guardian Life, Denver; Harold 
W. Beyer, Independent, Allentown, Pa.; Frank- 
lin W. Bowen, Northwestern Mutual, Charles- 
ton, W. Va.; Robert B. Brown, College Life, 
Norman, Okla.; Maurice C. Chier, Continental 
Assurance, Milwaukee; C. W. Davis, South- 
western Life, McAllen, Tex.; Pete J. Deme- 
tros, International Fidelity, Tokyo; David A. 
Donaldson, London Life, Toronto; Robert W. 


Ebling, Jr., Penn Mutual, New York; Tom 
Flournoy, Jr., New York Life, Macon, Ga. 
Jeremiah F. Goffredo, Northwestern Mutual, 
Philadelphia; Albert L. Hallenberg, Jr., Lincoln 
National, Louisville; Samuel S. Herman, Con- 
necticut Mutual, Chicago; Theodore A. John- 
stone, Columbian National, Kansas City; Na- 
than Karnibad, Massachusetts Mutual, Savan- 
nah, Ga.; Alson R. Kemp, New England Mu- 
tual, Chattanooga; William J. Kinnally, North- 
western Mutual, Milwaukee; William F. Lee, 
Penn Mutual, Philadelphia; Edward Y. H. 
Leong, United States Life, Honolulu; Harry 
R. McCoy, Penn Mutual, Philadelphia. 
Harry S. Peril, New York Life, Harrisburg, 
Pa.; Richard R. Pharr, New York Life, San 
Diego; James P. Poole, Guardian Life, Atlanta; 
Alfred J. Pratka, American General, Houston; 


(CONTINUED ON PAGE 22) 
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OUR 2nd QUARTER CENTURY 


THE ADMINISTRATION at Bankers National will con- 
tinue its policy of friendly service to policyowners and 
agents. It is this kind of service that has helped us in 
our phenomenal growth. If you would like to learn 
more about this kind of administration, and the com- 
plete ALL IN ONE plan that insures against injury, 


sickness, death, and old age write to Bill Sieger. 
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INTENSIFIES COMPETITION 





Treasury A. & H. Ruling Has Disturbing 
Implications for Group Insurers 


Many group insurance executives 
are considerably disturbed at the im- 
plication of the Treasury department’s 
recent ruling declaring payments to 
incapacitated employes under non- 
insured salary continuation plans to 
be taxable income to the employe. It 
introduces a new element into the al- 
ready unparalleled tenseness of the 
battle for group business. 

Offhand, this ruling might be thought 
to be a boon to the insurance business, 
bringing many self-insured plans into 
the insurance fold. But there is a wide- 
spread feeling that the headaches in 
store far outweigh any possible advan- 
tages. Not only is there the immediate 
problem of over-insurance on high- 
salaried personnel but there is concern 
lest the tax-sheltered status of group 
insurance generally be impaired. 

For companies licensed in New York, 
there looms also the possibility of an- 
other new development that could 


make quite a difference in the compet- 
itive picture. This is the department- 
sponsored legislation introduced at Al- 
bany that would require companies to 
file their commission scales on group 
life and A. & H. and abide by them. At 
present, companies must file their 
maximum commissions but are free to 
deviate downward from these figures. 

The Treasury’s ruling, which became 
effective Jan. 1, will doubtless throw 
considerable business into the laps of 
group insurers but many group execu- 
tives would rather not have it if it 
means writing overly large amounts of 
A. & H. on high-salaried executives. 
Not only are the amounts themselves 
large but the scale of benefits many 
corporations would like to see written 
would make it distinctly profitable for 
an executive in a high income-tax 
bracket to take sick-leave on less than 
the usual provocation or even if genu- 
inely incapacitated to stay off the job a 
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Thanks a Billion! 


“One feature of this Annual Report 


out above all others, namely, the 


attainment of our first billion dollars of 
policies in force. 
The timing is interesting. The Company 
commenced business in September 1901. 
The first hundred million took twenty- 
seven years. The next four hundred millions 
took nineteen years and the last five hun- 
dred millions has taken a bit over five years. 
This makes Crown Life the youngest bil- 
lionaire Canadian life insurance company. 
To all Crown Life policyholders, repre- 
sentatives and staff, we say today: ‘Con- 
gratulations and Thanks a Billion’.’’... 
H. R. Stephenson, President, at Annual 
Meeting in Toronto, January 23, 1953. 


Total 
In Force 


Issued 
In 1952 


Insurance $ 157,651,236 $$ 935,706,656 
Annuities $ 5,547,108 $ 66,117,840 





$163,198,344 $1,001,824,496 
Assets —$164,125,378 


Surplus Funds — $12,547,098 
Paid or Credited to Policyholders 
and Beneficiaries in 1952—$26,063,261 





For a Sure Tomorrow... Insure Today 


ROWN LIFE 


Established INSURANCE COMPANY 





Home Office 
Toronto,Canada 





good deal longer than he would nor- 
mally consider necessary. 

Some of these non-insured salary 
continuation plans have paid execu- 
tives and employes their full salary 
while they were off the job because of 
illness or accident. The non-taxable 
feature of this income made it quite a 
windfall. For example, for an execu- 
tive in a 50% bracket, it meant 
doubling his take-home pay. At today’s 
tax rates, there is hardly anyone re- 
ceiving such a huge salary that his 
mouth wouldn’t water at the prospect 
of getting his gross income, free of all 
income tax liability, for a month or so 
—or longer if possible. 

Pressure on insurers to cover these 
highly paid executives for amounts 
that guarantee them more take-home 
vay sick than well is mainly from New" 
York, New Jersey and California. Af- 
ter unemployment compensation dis- 
ability laws were enacted in those 
states, the Treasury held that payments 
to employes under self-insured plans 
approved by the state would have the 
same freedom from income taxation 
as if the plan were underwritten by an 
insurance company. 

e e@ @ 

While the interest at the moment is 
concentrated in these three states, be- 
cause the self-insured corporations 
there are being deprived of something 
they have been enjoying, corporations 
in other states will doubtless also be 
trying to make use of insurance as an- 
other means of attracting and holding 
highly paid executives. “Join our com- 
pany and double your income if you’re 
sick,” might become an effective re- 
cruiting slogan. The situation gives 
many group insurance experts the 
creeps. 

So eager are some corporation exec- 
utives to have their company tax-ex- 
empt sick-pay plans continued that 
they even asked insurers to write the 
coverage on a cost-plus basis that 
would take care of the over-insurance 
danger and in fact virtually remove the 
element of risk altogether. One insurer 
is reported willing to do this and is 
said to have received the New York 
department’s approval. The plan would 
be so set up that the premium would be 
the total of claims plus a_ specified 
percentage as a sort of service fee or 
handling charge, though the premium 
would be subject to a maximum 
amount limit. While theoretically 
claims could not exceed this amount, 
the limit is said to be set so high thay 
as a practical matter there is no risk 
of claims ever exceeding it. 


This easy solution to the importun- 
ings of corporations that have had the 
rug—or sick-bed—yanked from under 
them by the Treasury decision is by 
no means finding universal favor in 
the group insurance business, however. 
Some group men wonder if the Trea- 
sury will agree that a plan under 
which an insurer takes no risk or 
practically none is really an insurance 
plan within the meaning of the ruling. 

Deeper concern is felt, though, about 
the possible consequences in the event 
the Treasury concedes such a plan to 
be an insured one, but then tries to 
get the law changed on the ground 
that here is a loophole that is costing 
the government a lot of tax money and 
resulting in substantial inequality of 
treatment among taxpayers. The fear 
is that the Treasury, in seeking to get 
the law changed, might seek legisla- 
tion that would remove all or a great 
part of the tax advantage that group 
insurance now enjoys. It seems unlike- 
ly that the Treasury could get Congress 
to enact a law making all group insur- 


ance premiums taxable income to em. 
ployes but it might conceivably suc. 
ceed in getting an amendment that’ 





would result in benefits above a fairly’ 
nominal level being considered taxable. 
income to the employe. E 

The weak spot of group insurance’! 
present tax status is that on group! 
term life insurance and on A. & H. anj | 
allied coverages the premium is | 
tax-deductible expense for the corpo. ; 
ration; it is not taxed as income to the | 
employes who are covered, and the. 
benefits come back to the employes} 
free of income tax liability. 


There has been considerable specu- 
lation among group insurance people 
as to just what was back of the Treas. 
ury’s decision to take away the tax 
exempt status of unemployment com. 
pensation disability payments under 
state-approved self-insured plans. One 
factor may have been that in the ab. 
sence of the over-insurance brake that 
an insurer would have applied, some 
of the self-insured corporations were 
making too good a thing for their 
higher-paid executives by providing, 
for tax-free continuation of salaries at © 
the regular gross pay rate. 

One executive of a very large corpo- 
ration is said to have received $140,- 
000 in this way during the illness that 
terminated in his death. It would not 
take many cases of this order of mag- 
nitude, and even a good deal smaller, 
to cause internal revenue bureau of- 
ficials to seek some method of mini- 
mizing the tax loss involved. The fact 
that requests for large amounts of 
group A. & H., coming as a result of 
the Treasury’s recent decision, have 
posed a new problem for group in- 
surers indicates that the Treasury has 
not regarded the tax-free status of 
benefit payments under insured plans 
as constituting anything like the di- 
version of tax money that has occurred 
with self-insured plans. 


The search by corporations for group 
insurers that will write group A. & H. 
on a basis that will make sick-leaves 
profitable to the employes adds one 
more area of competition and one more 
decision that group underwriters have 
to make in determining the balance | 
point between sound selection proce- 
dures and the danger of losing or fail- | 
ing to acquire a case. 


; A » 
The ever-increasing keenness of 


competition in the group business has 
been in evidence ever since the dis- 
banding of the group association about 
a decade ago. It has been tremendously 
accelerated since the second world war 
by the entry into group of a number of 
additional companies. The result has 
been widespread cutting of rates, 
higher commissions in some cases, 
lower commissions in others, lowered | 
“retentions”, changing underwriting | 


rules, and numerous innovations, some | 


sound and some unsound. 


Newcomers to the group field, as | 


might be expected, have looked more 
willingly on innovations and experi- 
ments than the companies long in the 
business. At the same time, higher 
loss ratios and the extent to which 
competition has forced rates down 
have tended to limit the margins that 
would permit companies to try out 
some of the ideas that have been put 
up to them. Among these are higher 
rates of benefit under hospitalization 
and elimination of limits or granting of 
very high limits on hospitalization 
extras. 

Some companies have tried unlim- 
ited extras but the experience has been 

(CONTINUED ON PAGE 18) 
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Ill. Department 
Advisory Group 
Said to Be Named 


The advisory committee for the Illi- 
nois insurance department which is 
being set up for the first time, at the 
instance of Gov. Stratton, will consist, 
it is understood, of H. G. Kemper, 
president of Lumbermen’s Mutual 
Casualty, chairman; Charles E. Becker, 
president of Franklin Life of Spring- 
field; Roy Tuchbreiter, president of 
Continental Casualty and Continental 
Assurance; Adlai Rust, president of 
State Farm Life and executive vice- 
president of State Farm Mutual Auto- 
mobile, and James B. Wescott of the 
Chicago law firm of Miller, Gorham, 
Wescott & Adams. That firm does 
counsel work for a number of insur- 
ance organizations including Lansing 
B. Warner reciprocals, Blue Cross and 
Kemper. 





Eliminate More Red Tape 
Mutual Life has cut more red tape 
by no longer requiring the signature of 


a witness to 20 different forms used by 
more than 150,000 policyholders. 

The company also took two other 
steps to speed service and remove an- 
noyance to policyholders. The unpaid 
part of an annual premium will not be 
deducted from a death benefit payment, 
and a funeral director’s statement will 
no longer be necessary for a death 
benefit application. 

Previously, the company eliminated 
notarization requirements from 75 
forms, which were modified at the same 
time. 


Occidental Names Carson 


Ted C. Carson has been appointed 
general agent at Corpus Christi for Oc- 
cidental Life of California. 

Mr. Carson was district manager for 
eight years for Rural Life in Dallas and 
for two years operated his own general 
insurance business in Corpus Christi. 








Has Agency Building Schools 

Penn Mutual Life’s 19th ‘agency 
building school was held at Philadel- 
phia with 19 prospective managers at- 
tending. Another school is being plan- 
ned for April. 
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Fifty-Ninth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $183,000,000 to 
Policyowners and Beneficiaries since 
organization September 5, 1894... 
The Company also holds over 
$80,000,000 in Assets for their bene- 
fit . . . Policies in force number 
103,000 and Insurance in force is 
over $220,000,000 . . . The State Life 
offers splendid agency opportunities 
—with liberal contract, and up-to- 
date training and service facilities— 
for those qualified. 


« 


THE STATE LIFE 


INSURANCE COMPANY 
Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 
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Proposal for 213 Revision 
May Run into Stalemate 


(CONTINUED FROM PAGE 1) 
general agent. 

The requirement that general agents 
be paid no overriding on their own 
commissions would involve, for some 
companies, the setting up special rec- 
ords. Quite a few companies have no 
home office records indicating who 
writes the insurance that is effected. 
Consequently, there is a division in 
company ranks on whether this pro- 
posed ban on letting general agents 
have the extra overriding should be re- 
garded as ground for rejecting the 
superintendent’s proposal. 

The proposed requirement that an in- 
crease in renewals equivalent to 5% of 
one year’s premium be conditioned on 
using anything above 1%% toward se- 
curity benefits is viewed as objection- 
able, as forcing companies into setting 
up security plans whether they want to 
or not, if they want to grant the in- 
crease in take-home pay that is per- 
mitted companies with security plans. 

One company for example, would 
rather pay the full increase to its agents 
and let them buy their own security 
plans. It is reported that this company 
will hold out to the end against the 
superintendent’s insistence on tying the 
increase to security benefits and that 
several other companies, though having 
security plans themselves, will take the 
same stand because of opposition, on 
principle, to being compelled to set up 
security plans as a condition precedent 
to the commission rate increases to be 
permitted by the amendment. 

This state of affairs leaves the super- 
intendent’s program with no enthu- 
siasm and very little steam behind it. 
The New York State Assn. of Life 
Underwriters, as reported elsewhere in 
this issue, has gone on record as op- 
posing the measure unless the entire 
program is made stop-gap, which there 
appears to be no chance of Mr. Bohl- 
inger’s agreeing to. The compensation 
committee of the National Assn. of Life 
Underwriters has voted “no” on the 
bill. The N.A.L.U. board of trustees has 
been asked for its views but the replies 
are not yet all in. 


Kline Pa. Committee Head 

G. Edgar Kline, Pottsville insurance 
agent, has been renamed chairman of 
the insurance committee in the Penn- 
sylvania house. A new vice-chairman 
—Stanley L. Blair of Albion, of the 
Bessemer and Lake Erie Railroad 
company, succeeds Louis Sax (R- 
Phila.,) who is not a house member 
this session. 

Size of the insurance committee was 
reduced from 22 to 17 members, in line 
with a program cutting the sizes of all 
house committees. 
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Company’s Mutualization 


Upheld by Ohio Court 

The Ohio supreme court has refuseg 
to review decisions of the Hamilton 
county courts, which upheld the mu. 
tualization of Union Central Life of 
Cincinnati, declaring there was no con- 
stitutional question at issue. 

The attack on the conversion of the — 
company from a stock to a mutual com. | 
pany was led by John W. Pattison, a | 
son of the late Gov. Pattison, who was 
president of the company. The Pattison 
faction, it is said, holds 30% of 
the stock. It is reported the price wil] 
be $25 a share. | 








California Agents Out to. 


Kill Temporary Licensing 

California Assn. of Insurance Agents © 
is aggressively sponsoring legislation 
to remove the certificate of conveni- — 
ence from the licensing law for agents, 
The present law permits a person to © 
secure a license on a temporary basis 
for six months before taking an exam- \ 
ination. Half of these never appear for , 
the examination and more than 25% * 
that do show up flunk, the agency 
leaders say. These bills are receiving 
support of the insurance department, 
The agents expect to encounter oppo- 
sition from companies on this. 





Trust Man Talks on Group 
at Cleveland Meeting 


At a luncheon meeting of Group 
Representatives Club of Cleveland, 
Luke H. Lyman, trust officer of Central 
National Bank, spoke on the merits and 
uses of group life insurance. He asked 
whether employes have been properly 
educated and informed on the advan- 
tages of group insurance, and dealt 
with the subject as a question of em- 
ployer-employe relationship. 

He pointed out that the insurance 
company issuing the contract can assist 
the employer in facilitating distribution 
of literature and information to em- 
ployes. Increased tolerance toward un- 
usual settlement requests is to be de- 
sired in many situations where the 
personnel department of the employer 
seeks to help the beneficiary in making 
the best use of such insurance. 

Mr. Lyman also touched briefly on | 
tax aspects of deferred compensation | 
representated by annuity contracts ma- 
turing by death of the employe prior to 
retirement. 


Schiff to Security Mutual 
NEW YORK—Milton A. Schiff has 
resigned as general agent here for Paul 
Revere Life and has been appointed a 
general agent here for Security Mutual 
Life of Binghamton, N.Y. Mr. Schiff 
started in insurance with Travelers and 
then went into the brokerage field. He 
was with Paul Revere for 15 years. 





Frank L. Har- 
rington, president 
of Massachusetts 
Protective, and 
past president of 
the conference; 
with H. Lewis 
Rietz, Lincoln 
National Life, 
conference ex- 
ecutive commit- 
tee chairman, and 
J. W. Scherr, Jr., 
Inter-Ocean, for- 
mer conference 


secretary, at the group meeting at Chicago. 
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List Speakers for 


Saratoga Conference 


“Making The Life Insurance Career 
More Attractive” is the theme for the 
general agents and managers confer- 
ence, to be held at Saratoga Springs, 
Feb. 20-21. Chairman Frank H. Wen- 
ner, who is general agent for Con- 
necticut Mutual at Utica, said that the 
speakers were chosen because of being 
especially well fitted by background 
and interests to handle various aspects 
of this theme. 

B. N. Woodson, managing director of 
National Assn. of Life Underwriters, 
will talk on “Public Acceptance of the 
Career Life Underwriter.” Ralph G. 
Engelsman, New York City sales con- 
sultant and for many years general 
agent in New York City for Penn 
Mutual Life, will discuss “Thrills and 
Satisfactions.’”’ He will develop the idea 
that money is not the only requisite in 
making the life insurance career at- 
tractive. 

Dr. Davis W. Gregg, dean of the 
American College, will talk on “The 
Part of Education in Developing the 
Career Concept.” Kenneth L. Anderson, 
vice-president of Union Mutual Life 
and until recently with L.I.A.M.A., will 
tak on “The Role of Training and 
Supervision.” 

Final speaker, as has become a tradi- 
tion at these annual Saratoga meetings, 
will be Vincent B. Coffin, senior vice- 
president of Connecticut Mutual, who 
suggested the theme for the meeting. 
In addition to recapitulating the talks 
of the previous speakers, Mr. Coffin will 
discuss the challenge to management 
that is involved in making the life in- 
surance career more attractive. 





Form Advisory Council 


Harry H. Fuller, president of Insur- 
ance Federation of Illinois, announces 
that its insurance advisory council is 
now organized. This is composed of all 
phases and interests of the business, 
for the purpose of reviewing legisla- 
tion. 

Other than fire-casualty people the delegates 
are: American Life Convention, Ralph H. 
Kastner; Chicago Assn. of Life Underwriters, 
Ivan L. Ricks, Marsh & McLennan; H. & A. 
Underwriters Conference, C. O. Pauley, man- 
aging director; Illinois Fraternal Congress, Rus- 
sell H. Matthias; Illinois State Chamber of 
Commerce, insurance committee, Vernon G. 
Wahlberg; Illinois State Assn. of Life Under- 
writers, Robert R. Reno, Jr.; Illinois Federation 
of Illinois, George H. Moloney; Life Insurance 
Companies of Illinois, Adlai H. Rust. 





Nelson's Fate Still in Doubt 


ST. PAUL—Commissioner Nelson’s 
term expired this week and while he 
expressed confidence that he would 
receive an appointment for a new 6- 
year term, there appeared to be some 
question about it. There is opposition 
to him in some quarters while he has 
strong backing elsewhere, especially 
among agents. 

There were reports that Cyril C. 
Sheehan, present secretary of the state 
compensation insurance board, is being 
considered for the commissioner’s post. 





Dorsey Is Field Director 


Hallard R. Dorsey, district manager 
for eastern New York and northeastern 
Pennsylvania, has been appointed field 
director by Protected Home Circle, to 
fill the vacancy left by the advance- 
ment of Joseph Spencer to president of 
the Supreme Circle. Mr. Dorsey has 
been state manager for 15% years. 


Figures from Life Companies’ Y ear-End Statements Shown 


Increase 


Surplus to 


Total in Policy- Bus. Force Dec. 

— —_ 2 1 a ~ 1952 
Aid Assn. For Lutherans ....... 158,945,300 14,604,439 16,485,811 76,445,052? 669,615,607 
American General Life ........ 19,309,650 2,431,029 2,488,151 36,511,996 156,050,975 
Amicable Life .....scecccseee 8,497,631 735,348 2,678,279 28,012,130 186,487,014 
Bankers Life, Neb. .........+++ 74,760,233 5,586,050 6,304,201 53,125,616 341,203,297 
Continental American .......... 75,722,397 4,654,061 6,139,245 31,005,291 278,473,853 
BRCOION UNC. 6 << cccccecnensce 62,542,158 4,849,613 ........ 44,159,268 316,994,523 
Equitable Life, Iowa .......... 477,983,266 27,874,278 20,698,567 124,535,125  1,232,061,175 
Great American ............0- 4,836,949 352,316 489,042 1,717,123 19,259,420 
Kansas City Life .......-..00+ 270,698,077 16,818,796 18,501,114 117,417,512 955,114,999 
Mutual Life ......ccccccseees 410,552,808 22,692,207 24,702,059  143,910,9335  1,396,841,381° 
NOE BM co cececccccccwcséen 684,540 46,649 332,291 3,898,355 11,363,226 
National Life, Vt. .........00- 517,231,572 33,754,543 28,729,283 140,105,627  1,310,876,920 
Northern Life .........seeeeee 28,070,902 999,133 1,695,856 21,595,029 148,636,829 
National Mutual Benefit ....... 13,700,966 1,064,429 2,525,050 7,165,3173 74,196,840 
Provident Life .........ssee8- 25,457,606 2,770,341 1,901,014 14,680,847 126,181,625 
Provident L.&A. of Tenn. ...... 77,412,013 8,012,870 26,277,144 225,878,712" 1,003,897,319 
Pyramid Life .......eeeeeeeee 4,220,148 604,989 812,899 152,106,777 160,532,099 
Union National ........eese0. 20,079,058 3,452,236 1,757,037 21,484,794 134,494,769 


Increase Prem. 


In_ Ins. Income Paid Disburs. 
in a ye Ye ee 
62,254,535 15,699,259 6,050,863  11,650,054* 
25,019,618 3,841,130 722,057 4,692,278 
13,623,159 4,734,378 1,508,349 4,432,011 
32,505,939 7,976,245 2,823,570 11,072,964 
19,184,643 8,193,436 4,280,025 6,877,727 
24,529,088 8,383,766 3,311,819 10,705,288 
70,519,184 39,561,097 21,136,803 61,478,582 
767,015 497,553 148,585 343,389 
63,754,969 26,318,716 11,367,194 
128,299,268 38,072,478 24,119,966 40,471,815 
2,200,958 460,129 159,483 344,647 
90,624,279 61,828,987 30,334,855 7,984,158 
12,691,234 3,371,043 1,352,528 2,954,885 
4,073,230 1,373,366 611,015 1,119,520 
6,671,392 3,938,296 966,053 4,707,55 
114,619,545 49,099,057 33,037,411 43,861,150 
8,425,322 2,398,954 555,652 2,032,873 
12,381,435 4,479,450 518,458 1,719,630 


(1) New business figures include $1,884,080 of revivals and increases for 1951. (2) New business figures include $1,575,049 of revivals and increases for 1952, and $1,546,347 


for 1951. (8) Cash basis. (4) Figure includes revivals and increases. (5) figure includes revivals; increases are $10,490,502 for 1952 and $10,790,865 for 1951. (*) 


S) New 


business and business in force figures are net with respect to reinsurance ceded. (7) New business figures include $67,017,319 of revivals and increases for 1952, and $32,415,613 


for 1951. 











School Head “Provoked” 


School Superintendent J. B. Wood- 
side of the Willoughby-Eastlake, O., 
school was quoted by the Willoughby 
Republican-Herald as saying he was 
“provoked” at the form letter which 
had been sent out in behalf of World 
of Omaha from its Cleveland offices 


stating that the school board had 
adopted the World’s plan of accident 
insurance for students and had given 
it their “wholehearted” backing. Mr. 
Woodside was quoted as saying there 
had been no authorization to use any 
such method of solicitation and def- 
initely no “wholehearted” adoption of 
the insurance plan. He said the board 


did give permission to World to sell 
the insurance in the district after an 
informal discussion, “but we certainly 
didn’t recommend the insurance to 
anybody.” This is a policy with a pre- 
mium of $1.25 covering accidents on 
school grounds while taking part in 
school activities or while going to or 
coming from school. 
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IT TAKES BOTH 
HALVES TO SEEA \_P 
SUCCESSFUL FUTURE 


Provident Life Producers agree that a good agency contract consists of two 
vital halves. . .. One half is a complete line of life insurance plans designed 
to fit every need. ... The other is an agency contract which turns the resulting 
sales into a substantial income. 











The Provident Life Producer is provided with both of these vital halves from 
the first day of his selling career. 


Most of his sales plans are already programmed in a clearly presented 
package — each designed to meet a specific need. His agency contract pro- 
vides an income to meet both his present and future financial requirements 
—a liberal scale of first-year commissions, nine renewals, service fees, a 
persistency bonus, group insurance, and a non-contributory pension plan. 
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Field Leaders in A.&H. 


Weigh Common Problems 
(CONTINUED FROM PAGE 2) 
consisting of D. O. Smith, vice-presi- 
dent of American Casualty; G. I. Hil- 
liard, agency supervisor of Washington 
National, and Joseph Moran, group 
underwriter of New York Life. 

Mr. Smith prefaced his discussion of 
level vs. graded commissions and pre- 
mium volume discounts by espousing 
what he termed his basic philosophy of 
group insurance. Staunchly advocating 
freedom of action, Mr. Smith ex- 
pressed disfavor with standardization 
of rates, regulations or underwriting 
approach that would affect the cost of 
group coverage. Standardization is 
anything but a panacea for poor group 
loss ratios, he noted. 

It is not a matter of choosing be- 
tween level and graded commissions 
as a company principle, Mr. Smith said, 
but rather making the proper choice 
for individual risks. He said he favors 
use of each, the selection for particular 
risks depending on which of the multi- 
plicity of interests to be considered is 
paramount. The underwriter must 


weigh his obligations to the agent, the 
insured, his company, and come up 
with a decision that will reflect credit- 
ably on him. 

Evaluating the risk is not a crystal 
ball matter, according to Mr. Smith. 
The underwriter knows it will be af- 
fected by geographical location, the de- 
gree of understanding the group pos- 
sesses as to the purpose of insurance, 
amount of administration to be done 
by the group, etc. Perhaps even more 
important in deciding which commis- 
sion plan should be used is the amount 
of competition. Where an agent has two 
or three markets he can use, an un- 
derwriter may take this into account 
in deciding on a commission plan. 

Mr. Smith said his company uses 
both plans, and then bases risks as to 
premium volume. Its agency contract 
makes commissions contingent on the 
loss records of individual risks. 

Mr. Hilliard considered the factors 
that make up hospital rates in answer- 
ing whether or not current charges are 
adequate. Mentioning that rates neces- 
sarily vary according to companies, he 
said charges nevertheless should cover 
all costs and reserves and still provide 
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for a reasonable profit. Because some 
companies limit themselves geograph- 
ically, or specialize as to type of risk, 
they can exert a competitive advan- 
tage. 

It is the inclusion of the minor frills 
that serves to reduce or eliminate the 
profit factor, Mr. Hilliard commented. 
Resorting to this could put a company 
in a position of doing no more than 
trading dollars for dollars, ending up 
with a rate that doesn’t contemplate a 
profit margin. 

Mr. Hilliard abhorred the third per- 
son control of group hospital cover- 
ages, noting this is entirely inconsist- 
ent with the basic principle of insur- 
ance. This, plus the fact that the event 
covered by insurance is somewhat un- 
der the control of assured, makes it 
possible that the ultimate liability of 
the insurer will be dependent on whim- 
sey. 

e e @ 

The more ready acceptance of hospi- 
tal insurance by the public seems to 
have given direction to a trend toward 
rate reduction and benefit expansion 
by companies so that they can keep 
competitively abreast, Mr. Hilliard 
said. He went on to list several prac- 
tices he considers inconsistent with 
sound underwriting. He disfavors any 
program where the full room and 
board cost is paid, unless the insurer 
has the type of control that will pre- 
vent excessive utilization. Unlimited 
miscellaneous fee features also are 
troublesome as they lead to unneces- 
sary use of services. Some hospitals 
have been known to add to these 
charges in order to remove the room 
and board cost deficit, the result being 
the underwriter is unable to evaluate 
properly the hazard. 

Mr. Hilliard’s suggestions for mak- 
ing future rates adequate included 
keeping rate per dollar separate from 
miscellaneous fee allowance, establish- 
ing a separate rate for maternity bene- 
fits, writing only on a reimbursement 
basis, application of a coinsurance fea- 
ture to miscellaneous benefit allow- 
ances, use of a deductible provision for 
both miscellaneous fees and daily hos- 
pital benefits, application of an overage 
loading, consideration of hospital costs 
by area. 

e e e 

Increased cost of medical care, and 
its increasing availability, give ample 
basis, Mr. Moran said, for his conten- 
tion that an increase in surgical rates 
is justified. 

Mr. Moran advised using an average 
age in setting rates, with application of 
loadings when a set percentage of em- 
ployes is over a certain age, such as 
60, 65, or 70. 

Many companies currently are ex- 
perimenting with methods for continu- 
ing the group coverage of retired em- 
ployes, Mr. Moran said. Most employ- 
ers don’t feel they can afford the high 
cost of such coverage. Because, how- 
ever, this entails political as well as 
union considerations, companies are 
faced with the problem of providing 
such coverage. 

Dr. Clark G. Kuebler, president of 
Ripon College, spoke at a luncheon 
session. 

To wind up the first day’s group ses- 
sion, R. C. Knoblock, Washington Na- 
tional, and J. E. Hellgren, Lumbermen’s 
Mutual Casualty, gave an illustrated 
talk in which they showed an actual 
group case and the division of expenses 
under eight headings—sales and serv- 
ice, underwriting, commission, tax, ad- 
ministration, claim, “what’s left,” and 
a composite picture. 

The Tuesday afternoon sessions 


were held in the form of a three-part | 


panel, Mr. Knoblock presiding. 
George C. Johnson, group insurance 
coordinator, Hardware Mutual Casy- 


alty, discussed “Are Proper Alloca- | 


tions of Expense Items Being Made on 
All Groups?” and “Are We Disregard. 
ing Sane Underwriting Rules on ‘Jum. 
bo Risks’?” He showed the interrela. 
tion between the. two subjects and how 





ee ee erro 


if jumbo risks are in proper propor. | 
tion to expenses they should have no 


adverse effect. 


W. L. Miller, supervisor, group and i 


salary savings department of Northern 
Life, covered “Agents and Brokers— 
Is the Tail Wagging the Dog?” 

T. H. Kirkpatrick, vice-president 
and actuary of Paul Revere Life, con- 
sidered additional amounts in high 
claim rates where the “luxury level” 
of utilization of medical services is 
reached. He pointed out in the matter 
of pre-paid medical care the necessity 
and means for bettering relations with 
doctors, hospitals, unions, employers 


and employes so that a sympathetic — 


hearing may result, as well as greater 
understanding on all sides. 
e e e 

Mr. Kirkpatrick said that perhaps 
the doctors were the “toughest to deal 
with” and that it is well to weigh pos- 
sible claims savings against time spent 
in dealing with doctors, since this 
method is quite expensive and there is 
no assurance it will work. 

James R. Williams, H. & A. Confer- 
ence assistant director of public rela- 
tions, reviewed hospital admission pro- 
grams developed by the conference in 
the past five years. He gave their pre- 
sent status and pointed out how they 
have affected claim experience. He 
also gave statistics on the use of uni- 
form simplified claim forms developed 
by the Conference. 

Fred W. Clark, Lincoln National 
Life, talking on renewal underwriting 
of group A.&H., said that a large case 
demands special attention because of 


its relatively important effect on sur- © 


plus. For a case that has been on the 
books for any length of time, the re- 
liability of company statistics are usu- 
ally sufficient to indicate what adjust- 
ments should be made. The premium 
involved is large enough to warrant 
detailed investigations when necessary. 

The greatest difficulty in setting rates 
on the large cases comes from the com- 
petitive pressure to lower the gross 
rates and to lower retention or to 
liberalize coverages. The surest way 
to invite sudden death is to provide 
both low gross rates and low retentions, 
he said. If gross rates are to be cut, 
then the company will have substantial 
losses that must be recovered through 
increased retentions on the better cases. 


Small groups present greater prob- © 
lems, Mr. Clark said, since claim sta- © 
tistics are of limited value and the © 
premium involved in any one case does — 
not warrant a great amount of detailed © 
analysis. The underwriter must of | 
necessity rely heavily on the adequacy | 
of the company’s manual rates. Once | 
the company has established that anin- | 


crease in its manual rate is essential, 
the new rate should be put into effect 
on existing business as rapidly as pos- 
sible. 

R. D. Albright, associate actuary of 
Provident Life & Accident, discussing 
cost allowances on self-admi 
group cases, cautioned that companies 
which write a major part of their busi- 
ness on the home office administration 
plan should not look for an unusual 
expense reduction if a shift is made 
to self-administration. 

Under the self-administered plan, 
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wherein the employer keeps the rec- 
ords and does the accounting and bil- 
ling, and sometimes even the paying of 
claims, there is a definite lessening of 
company expense that can be passed 
along in the form of lower rates, higher 
dividends or greater benefits. How- 
ever, if the company is already keeping 
records and changes to a system of 
letting the employer do this, the im- 
mediate saving is relatively small be- 
cause most of the general overhead 
will continue. 

He noted that there is a definite 
trend to the use of more self-admin- 
istered plans, and this trend got a 
boost during the last war when in- 
surers found it difficult to maintain 
adequate personnel while policyhold- 
ers in war production industries could 
obtain all the clerical help they needed. 
The desire of insurers to keep down 
expense rates has stimulated this 
movement. 

Discussing how administrative costs 
can be reduced, N. C. Morrison, Fed- 
erated Mutual Implement & Hardware, 
recommended development of standard 
policy forms and certificates that still 
allow for flexibility; reduction of rec- 
ord keeping to a minimum; the use of 
self-administered plans whenever pos- 
sible, and simple accounting proce- 
dures set up so that the policyholder 
bills himself. 





STUDENT ACCIDENT COVERAGE 


To show the great opportunity for 
writing student accident and student 
sports insurance, Wayland Mansfield, 
assistant secretary of Woodmen Acci- 
dent, said that with over 29,500,000 
students attending more than 215,000 
schools in this country, according to a 
recent census bureau report, it is esti- 
mated that not more than 3 million are 
protected by any form of school acci- 
dent coverage. 

He mentioned first among the three 
forms of most general interest, medical 
reimbursement available to the entire 
student body, written mainly on pri- 
vate schools and colleges as the prem- 
ium can be included with the regular 
fees or tuition. Particularly where ath- 
letic cover is included without extra 
charge, he said it is desirable that it be 
written on a full participation basis. 

On student sports insurance he said 
companies are now encouraging sched- 
uled rather than blanket cover, as in- 
creasing loss ratios have run the cost so 
high that it is difficult to sell. If blan- 
ket is written at all, it should be with a 
$5 or $10 deductible. 


Mr. Mansfield gave especial atten- 
tion to the plan widely publicized and 
pushed by a number of insurers in re- 
cent months, known as school child ac- 
cident insurance, which provides lim- 
ited coverage on a voluntary basis to 
high school or grade school students on 
all school or related activities. Collec- 
tion of premiums is handled by class- 
room teachers for the students under 
their supervision. Low cost is essential 
to make the plan attractive to parents 
and assure adequate spread. It is read- 
ily adaptable to public school systems, 
where it is usually impossible to secure 
Payment of premiums by school au- 
thorities. 

; He warned of the necessity for show- 
ing the exact extent of coverage in the 
insuring clause. Some policies cover 
before and after the regular school 
hours. Others limit coverage for those 
Periods to accidents when the child is 
going “directly” to or from school. He 
cited the extreme interpretation put 
on that wording in one court case and 
expressed the view that such limita- 





tions are confusing and invite litiga- 
tion. 

Because of this condition, his com- 
pany believes that some rates now be- 
ing quoted will be inadequate to pro- 
vide the coverage that is really sought. 
It has therefore put out two forms of 
student accident contract, one on a 24- 
hour basis, but with athletic sports ex- 
cluded, to keep the premium down far 
enough to get an adequate enrollment, 
and the other providing sports cover- 
age only. 

@ e e 

F. V. McCullough, assistant secretary 
of Continental Casualty, spoke on camp 
coverage and F. E. Kelly, manager 
A. & H. department of United Pacific, 
took up various special groups aside 
from student and summer camp risks 
that are suitable for blanket coverage. 
He outlined the coverage provided, un- 
derwriting precautions required and 
experience of his company on amateur 
and semi-pro sports, volunteer fire 
departments, auxiliary or reserve po- 
lice and fire departments, ski insur- 
ance, park board recreation programs, 
Y.M.C.A. activity coverage, “Pee Wee” 
football, basketball and baseball teams; 
saddle clubs, motorcyle and yachting 
groups. 


Prominent Figures at Chicago A. & H. Conference 





J. E. Wickman, Mutual Life of New York: Christopher F. Lee, Columbian 
National Life; G. T. Delahunty, All-American Casualty of Chicago, and Stew- 
art Last, South Coast Life of San Antonio, at the group meeting of H. & A. 
Underwriters Conference. 
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Mr. Bohlinger Paves the Way 


Superintendent Bohlinger of New 
York has done the life insurance busi- 
ness a tremendous service by his atti- 
tude on the revision of section 213, the 
expense limitation statute. 

This may sound like sarcasm in view 
of the current disappointment in the 
business about Mr. Bohlinger’s unwill- 
ingness to give the industry more of a 
break than is contained in his recent 
seven-point proposal. But no sarcasm 
is intended. It’s often said that an ef- 
fective way to get rid of a bad law is 
to enforce it. It’s even more effective 
if the enforcer also strives to make the 
law more exacting and resists efforts 
that would substantially lessen its 
harshness. 

We say Mr. Bohlinger has rendered 
a tremendous service to the business 
because he has shown up section 213 
so clearly for the tyrannical, cumber- 
some, inequitable, hamstringing, in- 
sulting statute that it is. He has shown 
that departmental demands for further 
strictness are inherent in the statute’s 
basic concept of injecting the state into 
the role of life company management. 
He has shown that despite protracted 
efforts of industry leaders to formulate 
a program acceptable to the depart- 
ment no substantial relief can be ex- 
pected through departmental coopera- 
tion, because such relief clashes with 
the spirit of the law. 

Thus, he has laid in the laps of life 
insurance companies and agents doing 
business in New York the finest pos- 
sible case to use in going direct to the 
legislators and asking them to junk 
this ancient punitive bill of attainder 
and enact a regulatory law that is 
simple, realistic, fair, and decent and 
that above all restricts the state to a 
regulatory role and leaves management 
functions to management. 

The basic trouble is with the law and 
the concept behind it, not with the de- 
partment or the superintendent. It’s a 

relatively minor matter that Mr. Boh- 
linger’s conscientiousness has at times 
seemed to some like stubbornness or 
that his attitude may be, as some be- 
lieve, partly due to Governor Dewey’s 
wish to spank the insurance boys for 
having beaten the administration’s 
Condon bill last year and its savings 
bank life insurance extension bill of a 
few years ago in bitter contests. 

The concept behind section 213, born 
of the Armstrong committee’s dis- 
closures, is that life insurance man- 
agements are a bunch of highbinders 
who will fling the policyholders’ money 


eS = 


PeNATIONAL UNDERWRITER 
—LIFE INSURANCE EDITION 

A ge ma nc OFFICE 

176 Jac n Bivd., Chicago 4, Ill. 
UURCULATION. OFFICE 

420 E. Fourth St., Cincinnati 2, Ohio 


around irresponsibly unless restrained 
by an iron hand; that managements 
must not only be restrained in a gen- 
eral, over-all way but must be re- 
stricted in each minute particular in 
which they could possibly stray from 
the law’s strict precepts. 

That this pin-point particularization 
could hamper effective and efficient 
operations, thereby costing policy- 
holders more than any conceivable 
amount of skulduggery thus prevented, 
is of no concern to the law. The con- 
cept that life insurance is a vitally im- 
portant boon to the public and that it 
should be as widely distributed as pos- 
sible, even at the possible price of 
slightly higher insurance costs for 
some companies, gets scant recognition 
in section 213. Instead, the law’s effect 
is to foster an emphasis on sales to the 
well-to-do because of the higher costs 
involved in soliciting buyers not in a 
position to buy substantial policies. 

Perhaps it’s too late for this year, 
but we believe that in 1954 a new and 
vastly different law can be obtained if 
the industry decided on that course 
and ceased concerning itself about 
whether it will be acceptable to the 
department. 

We believe the insurance business 
has a stronger and more appealing case 
than it realizes. It has lived so long— 
nearly half a century —with section 
213 and its predecessor, section 97, that 
it has become fairly calloused to the 
chains that hobble its freedom. But 
the law is wrong in its approach, which 
is that an honorable business should be 
thus shackled just because half a cen- 
tury ago some pretty big boys in the 
business carried on in a way that has 
long since gone out of style. It is 
shameful for life insurance men to be 
treated as if they were waiting only 
for the slightest relaxation of the New 
York law to indulge in an orgy of 
wasteful spending. 

Other businesses whose conduct has 
far more to do with the public’s cost of 
living than life insurance are free to let 
demand and supply determine what 
they will charge. We believe that the 
basic unfairness of treating life insur- 
ance executives and field men like 
potential criminals, restricting them 
more than paroled convicts, will 
strongly appeal to the legislators’ sense 
of justice. It’s a matter of principle, 
and a plea based on principle can be 
surprisingly powerful. 

There is also a strong appeal in the 
wish to get away from the fearful com- 


plexity of the present law. Because of 
being wrongly conceived and attempt- 
ing to inject the state into the role of 
management, the law attempts to for- 
see and provide for every minute con- 
tingency. Not satisfied with putting a 
ceiling on expenses, it goes on to put 
specific ceilings on various classes of 
expenses, at the same time interrelat- 
ing them in a complex pattern that 
makes a Bach fugue look like “Yankee 
Doodle.” Moreover, the law is not only 
complex but virtually incomprehen- 
sible in many respects. Such minute 
controls are abhorrent to a free-enter- 
prise economy. Junking them is a pro- 
ject that any senator or assemblyman 
should sympathize with. 

Another potent argument is that 
greater freedom of operation may well 
result in lower, not higher, costs to the 
public, though the important matter is 
that life insurance should be distrib- 
uted as widely as possible even if some 
companies should have to charge their 
policyholders a little more than they 
do now. Cheap insurance at the cost of 
failing to solicit the thousands who 
need it is not very acute social think- 
ing. This point should carry much 
weight and do much to overcome the 
fear of newspaper headlines screaming 
that the solons have permitted the in- 
surance business to gouge the public. 

Above all, the remedy sought should 
be simple and easily understandable. 
There is a better chance, we believe, of 
getting a simple law that treats life 
insurance reasonably liberally than a 
complex statute that gives it consider- 
ably less. It’s doubtful that having 
been so long under the state’s thumb, 
life insurance expenses should be left 
wholly uncontrolled. So in junking 
section 213, some clear, simple provi- 
sion should be enacted, based on a 
formula that will give reasonable pro- 
tection in the event some should feel 
inclined to go to unwise lengths in the 
pursuit of business. Over-all expenses 


affect life insurance costs and can be 
regulated by a fairly simple formula. 
If it is felt desirable to have a scale of 
maximum commissions, there is no 
great complexity about specifying how 
that shall be done. But within the 
permitted range, let management say 
how the expense dollar shall be split 
up. 

As a practical matter, we can’t stress 
too much the need for keeping any 
such remedy simple and easy to under- 
stand. Legislators have many matters 
on their agenda. Even if disposed to, 
they haven’t the time to dig into a mess 
of technical gobbledegook and come up 
with a real understanding of it. More- 
over, by offering a simple, readily 
understood statute the industry will 
retain a tremendous strategic advan- 
tage over the insurance department, 
which will be in the position of de- 
fending something complex and virtu- 
ally incomprehensible against some- 
thing clear and easily grasped. 

That, we believe, is a program that 
can be successfully merchandised to 
the legislature. It not only has right 
and justice but good sales points on its 
side. Fortified by indignation at the 
unfair shoving around that they have 
been getting in expiation of sins of 
half a century ago, life insurance men 
have a real story to tell the senators 
and assemblymen. It’s a story with 
drama, human interest appeal, and 
wrongs to be righted. 

So, we ask, hasn’t the time come to 
go direct to the legislators and ask for 
relief based on what is right and 
reasonable, regardless of whether or 
not the department agrees? It is 
important to decide this question 
promptly, for it will mean a very dif- 
ferent kind of preparation from what 
preceded the 1952 and 1953 sessions. 
The road around the insurance depart- 
ment may be a rocky one, to be sure, 
but isn’t that better than the broad 
highway to nowhere? 





PERSONAL SIDE OF THE BUSINESS 





Travis T. Wallace, president of 
Great American Reserve of Dallas, has 
been elected president of the Texas 
Givision of American Cancer Society. 
He has been active in the cancer 
educational and fund raising program 
of the society since the Texas division 
was formed in 1945. 


S. J. Thomson, analyst on the securi- 
ties department staff of Pacific Mutual 
Life for more than 15 years, has been 
elected vice-president of Los Angeles 
Society of Security Analysts. 

Harris Pottier, manager at New Or- 


leans for Sun Life of Canada, had his 
life story televised on “This Is Your 











Life.” Mr. Pottier joined Sun Life as 
an agent at Los Angeles in 1948, was 
named supervisor a year and a half 
later, and in 1951 was appointed man- 
ager at New Orleans. He is a Canadian 
navy veteran. 


Lewis W. Douglas, chairman of Mu- 
tual Life, has been appointed chairman 
of the executive committee of U. S. 
branch of Employers Liability Assur- 
ance. 


Edward L. Scheufler, Kansas City 
attorney who handles insurance mat- 
ters and who was former insurance 
superintendent of Missouri, reportedly 
has been agreed upon by Republicans 
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for the office of United States attor- 
ney at Kansas City. 


Alexander H. Miller, Vermont bank- 
ing and insurance commissioner, has 
recovered from injuries sustained in 
an early January automobile accident 
and returned to his desk. 


Devereux C. Josephs, president of 
New York Life, has been nominated 
for one of the five alumni places on 
the Harvard University board of over- 


seers. 


Howard Weynett and Reed Ottley, 
Metropolitan Life, and Warren Gan- 
nett, Aetna Life, chartered a Piper “tri- 
pacer” plane to make the trip from 
Geneva, N. Y., to Albany for the spe- 
cial meeting of the New York State 
Assn. of Life Underwriters. Mr. Wey- 
nett piloted the plane. 


Edward R. Hodgkin, vice-president 
and manager of agencies, Paul Revere 
Life, has been elected a director of the 
Worcester, Mass. Sales Executive club. 











New Bill Would Require 
Investment in Arkansas 


A bill to require life insurance com- 
panies to invest at least 75% of their 
Arkansas reserves in Arkansas securi- 
ties has been introduced by Reps. 
Holmes and Murphy, who estimate that 
enactment would make a minimum of 
$25 million more available for invest- 
ment in Arkansas annually. 

Investment would be permitted in 
building and loan associations, bonds 
of cities, counties or the state, or secu- 
tities of school districts. The insurance 
companies would be expected to keep 
their investment constant at 75%. 





Institute Texts in Demand 


“Moderns Make Money Behave”, a 
high school text for home economics 
classes and “What Life Insurance 
Means”, a text for social studies, in- 
troduced by Institute of Life Insurance, 
are in use in more than 6,600 schools. 

Each book, accompanied by a teach- 
er’s guide, was planned and written in 
cooperation with a committee of edu- 
cators from the field for which it was 
designed. 


DEATHS 


RICHARD J. MIER, 88, former exec- 
utive of Pacific Mutual Life, died at 
Los Angeles. He started with Pacific 
Mutual in 1881 as office boy at the 
home office, then at Sacramento, and 
worked in various departments. When 
the accident department was organized 
in 1885, he became its executive in 
charge and—later as vice-president 
and director—remained its senior of- 
ficer until his retirement in 1936. For 
many years he owned the oldest Pa- 
cific Mutual policy in force. 


CHARLES R. McMURRY, JR., dis- 
trict superintendent at Lynchburg, Va., 
for Pilot Life, died from injuries suf- 
fered in an automobile accident. He 
was 28. 


CHARLES M. ROUDEBUSH, general 
agent at Columbus, O., for Northwest- 
ern National, died at age 64 at his 
home in that city. He joined North- 
western National in 1939 after several 
years of experience in life insurance. 


MARK R. BURNHAM, agent at Ok- 
lahoma City for Great Southern Life, 
died following a heart attack in his 
office. He went with Great Southern 
in 1920 and maintained his association 
with the company until his death. Mr. 
Burnham served a term as president of 
Oklahoma City Assn. of Life Under- 
writers. 





SAM M. SMITH, 66, agent at Muskegon, Mich., 
for New York Life for 30 years, died in a 
hospital after a brief illness. Mr. Smith was 
a World War I veteran. 


WILLIAM C. CLIFFORD, branch manager 
for the Metropolitan Life prior to his retire- 
ment six years ago, died at Louisville. He was 
with Metropolitan for 30 years. He was a 
veteran of World War I. 


ROMAYNE H. SKINNER, 60, former district 
manager for National Life & Accident prior 
to his retirement seven years ago, died in 
Louisville. Mr. Skinner had suffered a heart 
attack prior to his death. 








Tops Southland Producers 


Jimmie M. Whitmire, Wichita Falls, 
Tex., was leader in volume of new 
business paid for during the year 1952 
for Southland Life. Mr. Whitmire has 
been in the business only a few months 
more than three years. 





James Philips, who heads the H. & A.-operations of New York Life, left, 
with Eugene Taylor, National Life & Accident; A. P. Dowlen, Republic National 
Life, and Robert Carey and John Thompson, III, of New York Life, at H. & A. 
Underwriters Conference group meeting. 





160 Million U. S. Prospects 

The population of the United States 
will exceed 160 million before 1953 
ends, Metropolitan Life statisticians 
predict. 

Last year’s increase was about 2,675,- 
000, bringing the total by year’s end to 
more than 158,400,000. This gain, a 
result of the sustained high level of 
births, a low death rate, and a sizable 
immigration, establishes a new high 
mark, exceeding the 1951 increase by 
a small margin. 

“It is doubtful whether a gain of 
equal magnitude will be experienced 
for many years to come, partly because 
of the new restrictions on immigra- 
tion,” the statisticians comment. “Also, 
some slackening in the rate of growth 
of our population must be expected in 
the near future because the young 
people now approaching the marriage- 
able ages are those who were born 
during the depression years when the 
number of births was low.” 

The statisticians point out that since 
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the census in the spring of 1950, the 
country’s population has gained about 
7,275,000. 


Sec. 213 and A. & H. Cover 


‘Some concern is being expressed 
among A. & H. people, in connection 
with the proposed revision of section 
213, the expense limitation provision 
of the New York insurance law, in re- 
gard to how it may affect some of the 
smaller companies in the life insurance 
field, whose earlier growth was more 
outstandingly on the A. & H. side, but 
which are now making especial ef- 
forts to develop their life business. 

They are opposing any provision 
which would prohibit them from using 
any of the income from their A. & H. 
business to develop new life business. 
Such a requirement would not mater- 
ially affect the larger companies but 
would be a decided handicap to com- 
panies of this class in their efforts to 
move up into a higher classification in 
production of life business. 
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“WE THE PEOPLE 
OF THE UNITED STATES 


Seven potent words — the beginning of the 
Constitution of the United States. True we 
don't know too much about government, but 
the glory of our Constitution is that it is not a 
charter granted the people by a government, 
but a limit of powers to which a vigilant people 
restricts its government. Seven potent words 
which were and remain — all subsequent world 
upheavals notwithstanding — the most revolu- 


tionary words on record. 


No, we the people, don't know too much about 
government. We have been busy building a 
country — a country protected within a frame- 
work of freedom erected by the Fathers. We 
the people have been permitted to build, to 
the very best of our ability, a life of freedom 
and happiness because of that Constitution. 


Life Insurance is one of the big factors of that 
freedom. Are you interested? You will find it 
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New Paid Business Sets Record 


Outstanding performance by Fidelity’s Field 
produced a record high $77,652,199 new business 


in 1952. 


Payments to policyholders and _ beneficiaries 


were the largest in the Company’s seventy-four year 


history. 
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Bankers L. & C.Agent Sues 
Cravey’s Bonding Company 
for False Arrest 


B. M. Brown, the representative of 
Bankers Life & Casualty at Chatta- 
nooga, who was arrested on orders of 
Commissioner Cravey while selling 
a policy at a filling station just across 
the state border in Georgia, has filed 
a $20,000 damage suit at Chattanooga 
against Hartford Accident, the bonding 
company for Mr. Cravey. 

Brown was arrested erroneously on 
a Walker county warrant by T. B. 
Littlefield, who admitted he disguised 
himself as a service station attendant 
in order to make the arrest. The war- 
rant was dismissed for lack of jurisdic- 
tion, and Brown was served with a 
Catoosa county warrant as he left the 
courtroom. A hearing on that is pend- 
ing. 

Brown alleges that he was damaged 
in the amount of $5,000 in loss of busi- 
ness and other unnecessary expenses 
as a result of the arrest, and he asks 
$15,000 as punitive damages. 





Blue Heads General Agents 


of Continental Assurance 


General Agents and Managers Assn. 
of Continental Assurance, at the an- 
nual business and agency management 
meeting at Chicago, elected Robert L. 
Blue of Miami, president; David A. 
Carr, New York City, vice-president, 
and Maurice C. Chier, Milwaukee, 
secretary-treasurer. 

Agency achievement citations, based 
upon market size, were awarded to 
H. Malcolm Teare, New York City; 
Philip C. Belber, Milwaukee; Mr. Blue, 
and Beecher C. Swain, Hartford. 

Howard J. Riordan of Washington, 
D.C., was recognized as Manager of the 
Year, while Morris B. Hack, Baltimore, 
and Warren N. Higgins, Dallas, headed 
the outstanding new agencies of 1952. 

Home office speakers at the sales 
session were President Roy Tuch- 
breiter, Vice-president Howard C. 
Reeder, Clifton L. Reeder, medical 
director, and Robert Hamor, superin- 
tendent of agents for the midwest. 

A two-man discussion on the estab- 
lishment of a life department in a mul- 
tiple line agency highlighted the gath- 
ering. Harold Sloane, New York City, 
represented the life department man- 
ager, and Dorth Coombs, Wichita, 
spoke for the general insurance agency 
owner. 

Talks were also given by Carl E. 
Haas, Brooklyn, and Romie M. Vetter, 
Madison, Wis. 

Room-hopping forums at the Drake 
hotel were led by Carl R. Schlotman, 
Cincinnati, Philip C. Belber, Newark, 
and Rex C. Welton, Madison, Wis. 





Statement on Taxation 
Offered by ALC-LIAA 


A statement on federal taxation of 
life insurance and annuities has been 
filed with the joint committee on in- 
ternal revenue taxation of Congress by 
American Life Convention and Life 
Insurance Assn. of America. 

The statement covers income taxes 
and estate taxes, and contains the joint 
suggestions of both organizations. 

Subjects treated are capital gains 
treatment under qualified pension 
plans, qualification of pension plans of 
life insurance companies and corpo- 
rations exempt from corporate taxation, 
discriminatory taxation of investment 





income under insured pension plans, 


transfer of life insurance policies for 
valuable consideration, application of 
constructive receipt to life insurance 
policy transactions, and elimination of 
the premium payment test. 








Slight Drop in Private 
TDB Plans in N. J. 


About 600 private plans for insuring 
temporary disability benefits in New 
Jersey were terminated by employers 
in the last quarter of 1952, and em- | 
ployes then were automatically coy. 
ered by the state plan, according to a 
report of the division of employment 
security. 

Of more than 17,000 private plans 
in effect Jan. 1, about 15,700 covering 
775,000 workers were underwritten by 
private insurers and 1,197 provided 
disability insurance coverage for 87,- 
900 workers through approved union 
agreements. More than 150 employers 
used self-insurance plans _ covering 
110,000 employes. In addition, about 
800,000 workers have established wage | 
credits entitling them to the state. 
plan payments in the event of illness or ¢ 
disability. 1 

The state division also reports that | 
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failure to file benefit claims on time 
is costing New Jersey workers some 
Jost disability benefits. The law pro- 
vides that proof and claim for disa- 
pility benefits must be filed not later 
than 30 days after commencement of 
the sickness or disability. The only 


' exceptions are cases in which it was 


not reasonably possible for the claim 
to be filed in that time. 





Propose 3-Way Compulsory 
Disability Plan in Mich. 

LANSING, MICH.—The first bill in- 
troduced in the Michigan legislature 
is one to establish a compulsory disa- 
bility benefit system in the state. The 
measure has strong sponsorship, its co- 
introducers being Senators Harry Hit- 
tle, veteran Lansing legislator and 
sponsor of much of the legislation in 
recent years liberalizing workmen’s 
compensation benefits; Haskell Nichols, 
another veteran lawyer member from 
Jackson, and Leo Roy, Hancock agent 
and chairman of the senate insurance 
committee. 

The bill would require all employers 
of four or more persons for 30 days or 
more annually to provide disability 
coverage under one of several alterna- 
tive methods. Employes would con- 
tribute 14 of 1% of wages, but not more 
than 30 cents weekly, with employers 
meeting the remaining expense. Em- 
ployers might insure with licensed 
A. & H. carriers; self-insure, if finan- 
cially qualified, or participate in a 
special fund created from 1% of pay- 
rolls of employers not otherwise pro- 
viding for meeting the act’s require- 
ments. The fund would be fixed at an 
amount equaling .22 of 1% of wages 
paid from Jan. 1 to June 30, 1954, and 
employers could be assessed to bring 
the amount up to the standard if it 
proved deficient. Employes would be 
entitled to benefits, if disabled, on the 
basis of one-half of average weekly 
wage but not more than $26 or less 
than $10. Carriers would be required 
to pay administrative costs. The spec- 
ial fund would be in custody of the 
state treasurer and subject to examina- 
tion by the insurance commissioner. 
Machinery of administering the act 
would be under jurisdiction of the 
compensation commission. Employes 
would not be allowed to waive their 
rights to benefits. 





To Confer on Electronics 


Insurance Accounting & Statistical 
Assn. is holding a conference at Hotel 
New Yorker April 20-21 to acquaint 
insurance officials with new electronic 
computing equipment, and particularly 
machines that will do clerical opera- 
tions. Attention will be given on how 
electronic equipment can be developed 
to the needs of insurance, also how 
best to make ready for electronics. 

The I.A.S.A. electronics committee 
believes that eventually insurance will 
derive tremendous benefits through the 
use of advanced type of equipment, but 
that this cannot be accomplished over 
night. There will first have to be ob- 
tained a comprehensive knowledge of 
the equipment and how the best results 
can be obtained through its efficient 
use. All clerical operations will have to 
be reviewed and an integrated program 
covering practically all routine cler- 
ical work arrived at. 

The chairman of the committee is 
James B. Clancy of Royal-Liverpool. 
The life insurance members are E. F. 
Cooley, Prudential; E. C. Carlson, Mu- 


tual Life; G. H. Hamilton, Phoenix 
Mutual Life and Kermit Lang, Equi- 
table Life of Iowa. 





Fortune Magazine Tells 
Murchison Life Deals 


“In the second installment of the 
February Fortune magazine on Clint 
Murchison of Dallas, entitled “Big 
Wheeler Dealer from Dallas” are al- 
lusions to Murchison’s activities in the 
life insurance business. He is credited 
in this article with presiding over a 
$300 million personal business empire. 
According to Fortune his biggest non- 
oil holdings are in life insurance and 
the explanation according to the 
article is that such companies are ideal 
for his purposes. “They are fairly de- 
pression resistant. They don’t come 
under section 102 (the internal revenue 
provision against unreasonable accum- 
ulation of surplus) and they are, there- 
fore, desirable to a man that wants to 
avoid income and build surplus. They 
have excellent tax advantages in that 
they pay only 642% federal income tax 
on investment income and none on 
underwriting income.” 

Fortune said that Murchison got his 
feet wet in the life insurance business 
in 1936 when he bought Reserve Loan 
Life of Indianapolis. He brought this 
“almost bankrupt concern” to Dallas 
in 1949 and sold it for $5 million. In 
1941 he bought Atlantic Life of Rich- 
mond for $1,800,000 and a capital con- 
tribution of $300,000. Everybody agrees, 
Fortune says, that this was a sweet 
deal. Atlantic, Fortune said, was an 
old and highly regarded company and 
had gone through several changes in 
management. When it was taken over 
by “Texas wildcatters,” Fortune said, 
“there was no rejoicing in the con- 
federate capitol. It was thought that the 
new owners would proceed to milk the 
company. Fortune said it took time, 
patience and tact for Mr. Murchison 
to demonstrate that he was in this for 
the long pull and wouldn’t run it in 
wild cat style. He gave President 
Hatcher full authority to run the com- 
pany in strict accordance with insur- 
ance ethics. 

Atlantic Life has had a flexible in- 
vestment policy that has paid off, ac- 
cording to Fortune. For instance in 
making loans, Atlantic has enjoyed the 
benefit of “lagniappe” in the form of 
stock in borrower companies. In one 
case, the article said, Atlantic got 1,500 
shares of stock which the corporation 
later bought back for a $500,000 note. 
Since 1941 the assets have increased 
from $34 million to $71 million, insur- 
ance in force from $137 million to $300 
million and capital surplus of $769,000 
to $5,200,000. 

The article pointed out that Mr. 
Murchison in December got control of 
Lamar Life and says that he will 
probably bid for the rest of the stock. 
His total investment in Lamar may run 
to $10 million. 

Among other things Mr. Murchison 
owns the only taxi cab company in 
Dallas, Consumers Co. of Chicago, 
Indianapolis Water Co.; he has a dom- 
inant interest in Henry Holt & Co., 
New York publishers; he owns Diebold; 
James Heddon’s Sons, Dowagiac fish- 
ing tackle company; he has $7 million 
of Missouri Pacific bonds, has a 26% 
interest in Transcontinental Bus sys- 
tem. 





Federal Loan Co. of Pittsfield, Inc., 
consumer finance firm, has placed a 
$500,000 4%% promissory note, due in 
1963, with Mutual Life. Proceeds will 
be added to working capital. 





Maloney Hands Out 31 
Subpoenas in World’s 
Ad Case in Calif. 


Commissioner Maloney of California 
has now issued subpoenas to 31 A. & H. 
insurers requiring them to submit 
samples of their advertising copy for 
A. & H. insurance. Mr. Maloney issued 
the subpoenas as a result of a court 
order demanded by World of Omaha 
which Mr. Maloney says is engaging 
in false and misleading advertising in 
California. World claims that its ad- 
vertising is no different in its asser- 
tions than that of other companies do- 
ing similar business, and says that Mr. 
Maloney is deliberately singling it out 
for prosecution. : 

The hearing on all this, originally 
scheduled for Jan. 2, has been post- 
poned as a result of the subpoena de- 
mand. 





Clarify Curtis Appointment 


In reporting the appointment of Ken- 
neth E. Curtis as assistant manager of 
the Ohio division 
of Ohio National 
Life in the Jan. 23 
issue, some perti- 
nent biographical 
information in- 
advertently was 
omitted. Mr. Cur- 
tis will be asso- 
ciated with George 
C. Hill, manager 
of the Ohio divi- 
sion in Sandusky. 

Mr. Curtis is 
well qualified for 
the new assignment, having been a 
successful agent for Aetna Life a num- 
ber of years before joining Ohio Na- 
tional, and having been awarded his 
C.L.U. designation in 1949. He had 
maintained membership in Aetna’s 
App-A-Week Club for more than eight 
years and during 1952 received na- 
tional recognition as their man of the 
month. 


K. E. Curtis 





Bumiller Is Elected 


Carl L. Bumiller has been named 
assistant counsel 
of Union Central 
Life. 

Mr. Bumiller 
joined the compa- 
ny’s legal depart- 
ment after receiv- 
ing his LL.B. de- 
gree from the Uni- 
versity of Cincin- 
nati in 1932. He al- 
so holds a degree 
in commercial en- 
gineering confer- 
red upon him by 
the university in 1928. He is a member 
of the tax section of American Bar 
Assn. 





Carl L. Bumiller 





Mich. Blue Cross Rates Up 


LANSING, MICH.—A higher rate 
schedule for Michigan Hospital Service 
(Blue Cross) will become effective 
April 1. The increases range from 20 
cents monthly for single subscribers to 
80 cents a month for family coverage 
for the 90% of members covered under 
a comprehensive group contract. Rates 
for medical-surgical coverage in the 
companion Michigan Medical Service 
(Blue Shield) are unchanged. 

Standard monthly rates for hospital- 
surgical group coverage will be: Family 
ward contract, $8.45 instead of $7.65; 


semi-private, $8.95 instead of $8.15. 
Two-person ward contract, $7.65 in- 
stead of $6.85; semi-private, $8.15 in- 
stead of $7.35. Single subscriber ward, 
$3 instead of $2.80; semi-private, $3.30 
instead of $3.10. 





Bennington in Oklahoma City 

George A. Bennington, III, will be 
located at Oklahoma City as general 
agent for Penn Mutual. The item re- 
porting his appointment in last week’s 
issue failed to mention the city where 
he will be stationed. 








COMPANY 


“A man is known by the com- 
pany he keeps.” In our busi- 
ness, a company is known by 
the men it keeps. 


Life of Virginia attributes 
its progress to the fact 
that throughout the years it 
has attracted good men and 
kept a conspicuously large 
number of them. (84% of our 
Managers have more than 10 
years’ service.) 


LIFE 


Insurance Company 


of 
VIRGINIA 


Established 1871 
Richmond, Va. 


Robert E. Henley, President 











LIFE INSURANCE 
RENEWAL 


COMMISSION LOANS 
At Low Bank Interest Rate 


For full details write us stating num- 
ber of years renewals are v 
and date of contract. 

John H. Weber, Presideat 
Renewal Guaranty Corporation 


617 U. S. National Benk Baliding 
Deaver 2, Colerede 
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Says Fringe Benefits Prime 


Union Objective in 1953 


CLEVELAND—Fringe benefits will 
be the big union objective this year, 
even at the expense of wage increases 
according to a forecast made here by 
Richard P. Doherty, former industry 
member of the wage _ stabilization 
board, in an address to the annual Na- 
tional Industrial Relations Conference, 
sponsored by U. S. Chamber of Com- 
merce. 

A “runaway expansion of fringe 
benefits” could considerably damage 
the economic system, he observed. He 
referred particularly to such fringe 
benefits as health, welfare and pension 
plans. Coal mining, electrical construc- 
tion and other industries already have 
union-sponsored welfare plans. And 
this year more unions will try to get 
into the welfare and pension business, 
Mr. Doherty forecast. 

More than likely, individual compa- 
ny negotiation will be directed to- 
ward getting acceptance of a “stand- 
ard union plan,” and therein lies the 
company’s concern, Mr. Doherty said. 

Health, welfare and pension plans 
are expensive and therefore should be 
adapted to the economy of individual 
companies, not according to “standard” 
patterns, he stated. 








Fidelity 


Scores 
High 
Where It 
Counts 
Most 


Our leading producers have 
again reminded us that Fidel- 
ity Life scores high in: 
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V Training Program 

V Field Supervisory Assistance 
V Sales Aids 

V Home Office Cooperation 
V Claim Service 

V Incentive Plans 


FIDELITY LIFE 
ASSOCIATION 
Home Office - Fulton, iinols 














THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 


sonal insurance. Juvenile 
policies our specialty. 
& 
6. 2. DEMING us 
President = 





HOME OFFICE — SYRACUSE, N. Y. 











New Bankers, Ia., S. D. Unit 
Under Gudmunson; Up Naff 


Oscar H. Gudmunson has been named 
manager of a new Bankers Life of Iowa 
agency at Sioux 
Falls, S. D. The 
company also has 
promoted Edwin T. 
Naff to assistant 
manager of the 
Chicago - Groce 
agency. 

Mr. Gudmunson 
has served as as- 
sistant manager at 
Sioux City, Ia., for 
about a year and 
before that was 
supervisor there 
for nearly two years. He joined the 
company in 1946 as an agent at Sioux 
City after experience as assistant cash- 
ier and head teller in banks at Viborg, 
S. D., and Los Angeles. 

Mr. Naff joined the Groce agency in 
1950. A navy veteran, he at one time 
was with Northwestern Mutual Life at 
Chicago. 


ee 


0. H. Gudmunson 


Bell Takes Canada Post 


W. Douglas Bell has been named 
general manager 
for Canada of Paul 
Revere Life, effec- 
tive March 1. With 
Massachusetts Pro- 
tective and Paul 
Revere since 1949, 
he has been assist- 
ant counsel for two 
years. 

Until he accept- 
ed the Canadian 
appointment, Mr. 
Bell had been 
W. Douglas Bell prominently men- 
tioned as a successor to Massachusetts 
Commissioner Sullivan, whose term 
expires in April. 

Mr. Bell is a navy veteran. 








Vibbert General Agent 


George R. Vibbert, manager at Syra- 
cuse for New England Mutual since 
1949, has been appointed general agent 
in that area. 

Mr. Vibbert went to Syracuse in 1949 
from Newark, where he was agency 
supervisor. He entered life insurance 
in 1940. 





Occidental Life Names 2 


Occidental Life has appointed Louis 
M. Garner general agent at East 
Memphis, Tenn., and James N. Dono- 
hoo brokerage manager at Minneapolis. 

Mr. Garner goes to Occidental Life 
from Protective Life, which he joined 
two years ago as general agent at 
Memphis. Prior to this he was agent 
and general agent for four years at 
Memphis for Equitable of Iowa. He is 
a veteran of the last war. 

Mr. Donohoo joined Occidental Life 
a year ago, going to the company from 
Mutual Life, where he was an under- 
writer. 





Franklin Gets New Md. District 
Peoples Life of Washington, D. C., 
has transferred Herbert R. Franklin, 
district manager at Annapolis since 
1947, to the new Hyattsville, Md., dis- 
trict. George W. Brewer, assistant dis- 
trict manager at Annapolis since 1948, 








succeeds Mr. Franklin as district man- 
ager there. 

Mr. Franklin joined the company in 
1931 and Mr. Brewer in 1933. 





Pacific Mutual Makes Five 


Group Managerial Changes‘ 


Pacific Mutual Life has made five 
group managerial changes. 

Walter Roche, Jr., is now manager at 
Phoenix. He had been in charge of the 
Fresno group office since its opening 
last July, and formerly served at San 
Francisco and Kansas City. 

William C. Earhart has been pro- 
moted to manager at Portland, Ore., 
group office. He has served there since 
1951. 

J. Frank Todd is the new assistant 
manager at Los Angeles office. Has 
opened the company’s Washington, D.C. 
group Office in 1950, and also has served 
at Philadelphia. 

John H. Knauf has been appointed 
assistant manager at St. Louis. In 
charge of the New Orleans group office 
since its opening in 1951, he was at 
Denver in 1950. 

Duane G. Mikelson moves to Chicago, 
as assistant manager, from Cincinnati 
where he served in the same capacity 
since April. He joined Pacific Mutual 
in 1950, and for two years was a group 
representative at Cleveland. 





Fuller Named Arkansas 


Manager for Southland 


Southland Life has appointed For- 
rest Fuller manager for Arkansas. Mr. 
Fuller, who has been a field assistant 
at Dallas, will have headquarters at 
Little Rock. 

Joining the company as an agent at 
Henderson, Tex., in 1950, Mr. Fuller 
was promoted to field assistant last 
June. He is an air corps veteran. 





Jolly Succeeds Nesbitt 


James E. Jolly has been named gen- 
eral agent at Springfield, Mass., for 
Columbian National Life to succeed 
Donald F. Nesbitt, who will devote full 
time to personal business. 

Mr. Jolly, a marine corps veteran, 
began his insurance career with Mu- 
tual Life in 1948. He is a director of 
Springfield Life Underwriters Assn. 





Ness Heads New Agency 


Connecticut General Life has ap- 
pointed Harold A. Ness, formerly as- 
sistant manager at Detroit, to head its 
new Akron agency. 

Akron has been a district office of 
Connecticut General, operating under 
its Cleveland branch. Edwin S. Ren- 
ner, manager of the district office since 
1936, has relinquished his duties to 
concentrate on personal clientele. 

Mr. Ness has been with Connecticut 
General since 1946, as agent and assist- 
ant manager at Minneapolis and De- 
troit. 





Two Aetna Men Advanced 

Aetna Life has promoted two agency 
supervisors to assistant general agents. 
They are John E. Douglas at South 
Bend and John E. Kenny in the Krebs 
agency at New York City. 

Mr. Douglas joined Aetna at Hart- 
ford in 1947 and went to South Bend in 
1950. He is a navy veteran of the last 
war. Mr. Kenny has been with the 


company since 1948, when he joined 
the New Haven agency. He went to 
New York as supervisor in 1950. 





Johnstone, Green Move Up 
Prudential Ladder in Toronto 


Prudential has advanced Arthur L, | 


Johnstone, assistant director of agen- 
cies, to associate director at Toronto, 
William T. Green, district manager 
there since 1951, will succeed him as 
assistant director. 

Mr. Johnstone joined the company at 
Toronto in 1934, and the following 
year, became staff manager at Sault 
Ste. Marie. He was appointed district 
manager there in 1937. He later trans- 
ferred to London before returning to 
Toronto, where he was named regional 
manager for Canada in 1948. He be. 
came assistant director of agencies in 
1950. 

Mr. Green went with the company at 


London in 1937. He was appointed staff © 


manager at Ottawa in 1948, and a year 
later, moved to Newark as a training 
consultant. 


Pacific Mutual Names 
Eschleman at Miami 


Arthur R. Eschleman, former super- 
visor of agency training for Pacific 
Mutual Life, has been named general 
agent for the company at Miami. Mr. 
Eschleman entered the life insurance 
business in 1937, and has been with 
Pacific Mutual since 1950. 





Fiscus Heads Wheeling District 

John W. Fiscus has been named 
head of Prudential’s Wheeling, W. Va., 
district office, succeeding James H. 
Lang who has assumed charge of 
a downtown Cleveland district. 

With Prudential since 1926, Mr. Fis- 
cus for 14 years has been a staff mana- 
ger at New Kensington, Pa. Before 
that he was an agent at Vandersgrift, 
Pa. 





Kennedy Assistant at Cleveland 

Manufacturers Life has appointed 
Raymond J. Kennedy agency assistant 
at Cleveland under Manager Carl H. 
Brubaker. He is a U. S. army veteran 
and a former industrial engineer. He 
has qualified the past three years for 
membership in the company’s produc- 
tion clubs. 





Canada Life has appointed E. K. 





ger 


Dawson agency assistant of the Toronto | 


city branch; Robert B. Swiss, manager 
at Lansing; O. W. Morgenstern, Jr., 
district manager at Dayton; J. G. Mur- 
ray, manager of group sales for eastern 
Canada; L. P. Brace, supervisor of busi- 
ness insurance training, and W. L. 
Barnes, district group manager at 
Montreal. 





Bradshaw. Linton Hailed 


Provident Mutual Life directors and 
officers greeted their new president, 
Thomas A. Bradshaw, and honored 
Chairman M. Albert Linton at a home 
office luncheon. 

Also on hand were Charles S. Peck 
of Allentown, Pa., representing the 
company’s General Agents Assn. and 
Ray W. Druckenmiller, associate gen- 
eral agent at Allentown, and top com- 
pany producer, who represented the 
Provident Life Round Table. 














Feb! 


XUM 


ry 6, 1959 








he joined 
te went to 
1950. 


ve Up 


Toronto 


Arthur L, | 
r of agen- 
it Toronto, 
| Manager 
ed him as 


company at 

following 
r at Sault 
ed district 
ater trans- 
turning to 
-d regional 
8. He be- 
gencies in 





ompany at 
inted staff © 
and a year . 
a training ; 


be 


rer super- 
or Pacific 
d general 
jami. Mr, 
insurance 
been with 


istrict 
n named | 
ig, W. Va., 
James H, 
‘harge of 
Bt. 

, Mr. Fis- 
aff mana- 

1. Before 
indergrift, 


veland 
appointed © 
assistant » 
r Carl H. 

y veteran 
ineer. He 
years for 

S produc- 


od E. K. 
e Toronto 


r of busi- 








ctors and 


top com- 
nted the 





XUM 


February 6, 1953 


1S 





—_— 


NEWS OF COMPANY MEN 





Laird, Dr. Colombo Top 
National, Vt., Promotions 


National Life of Vermont has ad- 
vanced Morton A. Laird to vice-presi- 
dent and actuary, and Dr. Harry L. 
Colombo to associate medical director. 

In addition, the following were 
named officers: Eustis W. Clemons and 
Evan M. Miller, supervisors in the sec- 
retary’s department to assistant secre- 
taries; Donald H. Tetzlaff, assistant 





Morton A. Laird 
supervisor of mortgages and real estate; 
Harry R. Seivwright retains his title of 
purchasing agent, and Richard A. Bot- 
tamini his title of assistant director of 
publicity. 

Mr. Laird joined National Life’s ac- 
tuarial staff in 1940 and the following 
year was elected assistant actuary. He 
was named associate actuary in 1946 
and actuary in 1950. A naval veteran, 
for seven years he was with the Metro- 
politan Life actuarial staff. He gradu- 
ated at Yale in 1933 with Phi Beta 
Kappa honors. His father, the late 
John M. Laird, was vice-president and 
actuary of Connecticut General Life. 

Dr. Colombo joined the company in 
1946 as assistant medical director. He 
received his M.D. from the University 
of Vermont and specialized at the Uni- 
versity of Pennsylvania post-graduate 
school of internal medicine. He served 
with the army during the last war. 


Dr. H. L. Colombo 





N. E. Mutual Names Horton 
to Group Pension Post 


New England Mutual Life has ap- 
pointed Aubrey F. Horton superin- 
tendent of group 
pension sales. 

Mr. Horton be- 
gan in insurance in 
1922 as an agent of 
Sun Life of Can- 
ada, going to Bos- 
ton as a sales sup- 
ervisor for that 
company in 1927. 
For the last 10 
years, Mr. Horton 
has been assistant 
manager of the re- 
tirement plans and 
salary deduction division, at the John 
Hancock home office. ; 

Besides training and working with 
agents and brokers on group pension 
cases, Mr. Horton will be responsible 
for development of sales aids and sales 
promotion material. 


Souers of Gen‘]l American 
to Take More Active Role 


Admiral Sidney W. Souers, chairman 
of General American Life’s executive 
Committee, who for several years 
served former President Truman as 
Special consultant on security matters, 
will now take a more active participa- 





Aubrey F. Horton 








tion in company affairs. 

Mr. Souers will make his permanent 
business headquarters at the home of- 
fice and will devote a major portion of 
his time to company financial matters. 

Edwin M. Clarke, president of South- 
western Bell Telephone Co., and Edwin 
J. Spiegel, president of Gaylord Con- 
tainer Corp., both of St. Louis, have 
been elected General American di- 
rectors. 


Anderson, Heroux Get 
N. Y. Life A. & H. Posts 


NEW YORK—New York Life has 
appointed Rex H. Anderson as director 
and Ray Heroux as 
A. & H. field super- 
visor for the north- 
eastern and middle 
Atlantic divisions. 

Mr. Anderson 
joined Washington 
National on gradu- 
ation from Beloit 
College in 1941, re- 
maining until 1950 
except for four 
years in the air 
force. He went to 
Great-West as di- 
rector of A. & H. sales promotion, be- 
coming branch supervisor at St. Louis 
last April. 

Mr. Heroux joined the Norton Co. in 
Worcester, Mass., after graduating 
from Hills College of business admini- 
stration in Rhode Island. After two 
years in the air force he became an 
agent of Metropolitan Life, joining 
Paul Revere in 1949 and later becom- 
ing agency supervisor at Worcester. 

This is the first time these positions 
have been filled. 





Rex H. Anderson 





State Mutual Promotes Day 


State Mutual Life has advanced 
Donald C. Day, group representative at 
Charlotte, N.C., to assistant group sales 
manager at the home office. Robert E. 
Leary, group representative at Atlanta, 
will succeed Mr. Day at Charlotte. 


Travelers Announces 
Promotions, Retirement 


Three Travelers promotions and the 
retirement of F. Murray Lyon, 36-year 
company veteran 
who has been as- 
sistant secretary of 
the life, A. & H. 
and group claim 
department, have 
been announced. 

Roger C. Wilkins 
has been named 
secretary and 
Frederick A. Davis 
assistant secretary 
of the mortgage 
loan department, 
and David L. 
Kempf secretary in 
charge of the 
branch office administration depart- 
ment. 

Shortly after joining in the life, ac- 
cident and group claim department, 
Mr. Lyon went to New York City as an 
assistant adjuster. He returned to the 
home office in 1921 as an examiner, 
was appointed assistant chief adjuster 
in 1927 and assistant manager of the 
department in 1934. He has been an 
assistant secretary about a year. Be- 
fore going with the company he was in 
the legal and claim departments of 
Lawyers Title & Trust at New York 
and Fidelity & Casualty at New York, 
Boston and Hartford. 





F. Murray Lyon 


a * e 
Mr. Wilkins has been manager of the 
farm loan division of the mortgage 





Roger C. Wilkins 


loan department since 1946. He joined 
Travelers in that department in 1929, 
and later served as a field man in 
Oklahoma and was manager of farm 


Frederick A. Davis 


loans in Texas. He returned to the 
home office in 1934 and was named an 
assistant manager in 1936. He served 
in the last war. 

Mr. Davis has been manager of the 
department’s city loan division since 
1946. He went with: Travelers’ com- 
pany in 1926, was transferred to the 
mortgage loan department later that 
year, and became assistant manager 
in 1936. 

Mr. Kempf, who is a son of L. J. 
Kempf, former Chicago manager for 
Travelers has been a secretary with 
the department he now heads since 
1951. Starting with the company in 
1928 at Hartford, he later served as 
assistant office manager at Indianapolis 
and office manager at Camden and a 
branch office supervisor and assistant 
comptroller on the home office staff. 
He was appointed secretary of the de- 
partment in 1947. 





Dr. Doos, Knowles Upped 
by Home Life, Philadelphia 


Dr. Harry W. Doos, medical director 
of Home Life of Philadelphia, and 
George L. Knowles, underwriting sec- 
retary, have been appointed assistant 
vice-presidents. 

Dr. Doos, medical director since 1936, 
joined the company in 1915. He is an 
army veteran and graduate at Univers- 
ity of Pennsylvania medical school. 

Mr. Knowles went with Home Life 
in 1921 and before becoming under- 
writing secretary in 1946 served as 
manager of the renewal and reinsur- 
ance departments and as chief under- 
writer. 

Also, Joseph Avicelli, district mana- 
ger of south Philadelphia, has been 
advanced to agency secretary. Starting 
as a Home Life agent in 1923, Mr. 
Avicelli served in various supervising 
positions at Philadelphia before being 
named manager there in 1946. 


Zone 3 Date Set 


The meeting of the blanks commit- 
tee of National Assn,. of Insurance 
Commissioners is to be held at the 
Commodore hotel, New York March 29- 
April 2. 

The zone 3 convention of N.A.I.C. 
has now been definitely set for April 
23-24 at Henry Grady hotel, Atlanta, 
Ga. 

















More than 25 plans of insurance are issued .. . 
needs of every member of the family from birth to age 60. 


Modern Woodmen gives THE POLIO-PROTECTION PLUS— 
extra protection at no extra cost. 


MODERN WOODMEN OF AMERICA 


HOME OFFICE - ~- = = = = ROCK ISLAND, ILLINOIS 


For the past 70 years Modern Woodmen of America has been a 
faithful servant in communities throughout the nation. 
70th year was marked by a 25 per cent increase in new business 
and continuous gains in financial strength. We are confident that 
1953 will bring even greater achievements. 


IMPORTANT FACTS 


about Modern Woodmen Service 


@ Modern Woodmen now has a 70-year record of faithful service 
to members and beneficiaries. 


More than $775,000,000 has been paid in benefits. 


Our record of prompt payment is unsurpassed. 


Our 


Assets exceed $175,000,000 in a strong investment portfolio. 


covering the 
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COMPANIES 





Betters Retirement Plan 


Mutual Life has improved its pro- 
gram of retirement benefits and life 
insurance for agents, and enlarged its 
A. & H. benefits plan. The plans will be 
put into operation about April 1, sub- 
ject to government approval. 

The revised retirement plan pro- 
vides for five income options, instead 
of three, makes 55 instead of 60 the 
earliest optional retirement age and is 
independent of social security bene- 
fits. 

Members’ deposits will be based on 
percentages of earnings, instead of 
premiums, life insurance, up to $20,- 
000, will be paid entirely by the com- 
pany. 


Jan. Best for N.E. Mutual 


New England Mutual reports its big- 
gest month on the heels of its biggest 
year with $43 million of new insurance 
issued during January. This is an in- 
crease of $4 million or 9% over the 
previous record month of January, 
1952. 

Fifteen of the company’s 82 agen- 
cies turned in more than $1 million of 





new business during the month. The 
Huppeler agency, New York, led with 
$3.3 million followed by the Pomeroy 
agency, Detroit, $1.8 million, and the 
Schmidt agency, New York, $1.6 mil- 
lion. 





Form Washington Mutual 


Washington Mutual Life has been 
organized at Lafayette, La., with D. 
Roy Domingue as president. Louisiana 
requires an initial deposit of $100,000 
for mutual reserve old line companies 
such as Washington Mutual. 

Besides ordinary life coverages, the 
company will write group A. & H. and 
group life. 


Manhattan Life in Arizona 


Manhattan Life has been licensed in 
Arizona. In addition to District of 
Columbia and Alaska, it now is licensed 
in 17 states. 





Penn Mutual Life has purchased 
three commercial properties at Atlanta 
for approximately $1 million. The three 
buildings, all in De Kalb county, were 
constructed within the last year and 
have a combined floor area of 175 
thousand square feet. This constituted 
the company’s first commercial real 
estate purchase in Atlanta. 





AWN ico representatives 


are Anico'’s vest 
advertisements 





athe N.C. 
Roy C. Step 





has built with Anico. 


succeeds. 


can be devised. 


W. L. MOODY, JR., PRESIDENT 


ROY C. STEPHENSON 


of a district 
agency of oo Raleigh Ordinary Branch, 
earned the 1952 award for the most out- 
standing production and persistency in the 
Southeastern area. Joining Anico in August 
of 1948, he has consistently produced, per- 
sonally, a. half million dollars of business 
each year and has maintained an average 
persistency of nearly 100%. At this time his 
unit’s production is leading all other Ordi- 
nary district agencies in the east and south. 
We are proud of the record Roy Stephenson 





A working contract that permits outstanding earnings. 
Policies that stand out in value against any competition. 


A management philosophy that is based on the axiom 
that a company succeeds only when its agency force 






The most modern and effective selling aid program that 
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Fresno Branch Expanded 


The Travelers Insurance companies 
have opened a complete branch at 
Fresno, Cal. to handle the writing and 
servicing of life, accident, group, 
casualty and fire and marine insurance. 

Travelers has maintained an agency 
branch at Fresno since 1925 but much 
of the business of the region has been 
handled through the San Francisco 
office. 





Three Insurers Enter La. 


Continental Assurance, Prudence 
Life of Chicago and Jefferson Life & 
Casualty of Birmingham, Ala., have 
been licensed in Louisiana. 





A $%4 million real estate investment 
by Pacific Mutual Life is represented 
in a new office building now being 
constructed on /Wilshire boulevard, 
Los Angeles, to house the district sales 
headquarters of Aluminum Co. of 
America. The structure, to be long term 
leased to Alcoa, will be ready for oc- 
cupancy about July 1. 





Lincoln Income Life has declared an 
extra stock dividend of 10 cents, in ad- 
dition to the regular dividend of 30 
cents, payable Jan. 23 to stock of record 
Jan. 16. 








John H. Patrick, treasurer of Blod- 
gett Supply Co., Burlington, Vt., has 
been elected a director of National Life 
of Vermont to fill the unexpired term 
of the late Dr. John M. Thomas. He 
had been named an interim director 
last spring. 


FRATERNALS 


Gleaner Promotes Henne 


Gleaner Life has appointed Richard 
E. Henne superintendent of the field 
department. For the past year he has 
been acting director. He is also actuary 
of the society. 

Gleaner Life’s biennial convention 
will be held at Mansfield, O., Oct. 26-28. 

The conventions are rotated among 
the states in which it is operating. Ohio 
is celebrating its sesquicentennial this 
year. 


Brotherhood Elects Two 


Harold A. Smith, president, Elbow 
Lake state bank, has been elected 
treasurer of Lutheran Brotherhood, 
and Dreng Bjornaraa, Minneapolis, 
was named a director. These appoint- 
ments fill vacancies left by Harold S. 
Ingvaldson who died recently. 


Aid Assn. Men Feted 


Two of the incorporators and another 
veteran official of Aid Association for 
Lutherans were honored at a dinner 
by the board. They are Alex Benz, 
immediate past president and chair- 
man; George D. Ziegler, chairman 
emeritus, and William H. Zuehlke, 
chairman of the finance committee and 
former treasurer. The latter two are 
the only living incorporators of the 
association, organized in 1902. 




















Dr. L. E. Haentzschel, medical di- 
rector since 1948 of Aid Association for 
Lutherans, has resigned, effective June 
15, to join the staff of the Taunton 
(Mass.), State Hospital. Before joining 
Aid Association, Dr. Haentzschel was 
assistant medical director of Massa- 
chusetts Mutual Life. 


K. of C. Home Dedicated a 


The new Knights of Columbus home 
office building has been dedicated in 
New Haven, Conn. Attending the cere. 
mony were Supreme Knight Judge 
John E. Swift, Boston; Supreme Secre. 
tary Joseph F. Lamb, New York; Su. 
preme Advocate Luke E. Hart, St 
Louis; Deputy Supreme Knight William 


J. Mulligan, Hartford; Commissioner! i 


Allyn, Bishop Henry J. O’Brien, Hart. 
ford; Bishop-elect John F. Hackett, 
and Hartford Mayor William C. Ce]. 
entano. 








—— 
—= 


Agents Local Voted Out 


Insurance Agents Local 43 (A.F.L.) 
was voted out by debit agents of Proy.- 
dent Indemnity Life of West Chester, 
Pa., at an election sponsored by na- 
tional labor relations board. The vote 
was seven against the union, one for | 





retention as bargaining representative, 

Local 12 will remain as representa- 
tive for Philadelphia United Life, as | 
result of an NLRB election, at which ; 
Insurance & Allied Workers C.10, 
petitioner, lost. 


Gets Manhattan Life Scroll 


Elder A. Porter, vice-president and 
chief actuary of Manhattan Life, re- 
ceived a scroll as a mark of esteem held 
for him by company producers. J. P, 
Fordyce, chairman, made the presenta- 
tion, and President Thomas E. Love- 
joy, Jr., offered congratulations. 





Frank B. Alberts, general agent at 
Rochester for Aetna Life, will address 


Buffalo Life Managers Assn. on “Vision | 
in Supervision.” i 








DIRECT CONTRACT opportunities in 
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POLICIES 


Continental Casualty 
Hikes its Polio Rates 


An increase in premium rates for 
individual and family polio protection 
has been announced by Continental 
Casualty effective March 1. New and 
renewal rates on the family polio pol- 
icy will be increased from $15 for two 
years to $10 for one year. The new and 
renewal rate for the individual con- 
tract will become $5 for one year in- 
stead of the previous $5 for two years. 

There is no change in coverage pro- 
vided and the insuring provision of 
either policy. Maximum benefit of $5,- 
000 for each insured person remains 
the same. 

The increased rate is occasioned by 
Continental’s polio experience for the 

four years and more particularly 
for 1952. Last year’s record of 57,425 
polio cases resulted in an incidence 
rate for the nation approximately 30% 
above the previous high year of 1949. 
Continental’s 1952 experience was even 
more adverse, with the polio claim in- 
cidence rate approximately 76% above 
that of 1949. 

Polio treatment costs are soaring, the 
company observes. Medical charges, 
including physicians’ and surgeons’ 
fees, hospital costs, nurse expense, 
drugs and incidentals, have increased. 

Louis C. Morrell, second vice-presi- 
dent in charge of A. & H., said, ““Under- 
writing results on polio have been un- 
profitable from the beginning. The net 
underwriting loss in 1952 alone for 
individual and family polio policies 
was $1,329,333. In addition, group polio 
insurance of the company resulted in a 
net underwriting loss for 1952.” 








Mutual Life Liberalizes 


Standard, Life Contracts 


Mutual Life has liberalized its stand- 
ard contract and the lifetime plan con- 
tract commissions for agents. 

Under the standard contract com- 
missions will be paid over a four year 
period, rather than 10 years, and all 
commissions will be fully vested, with- 
out collection fee. Non-vested renewals 
from the fourth to the 10th policy 
years, will be vested under the life 
contract for an agent after 20 contin- 
uous years with the company. 


New Gen’l American Form 


General American Life has intro- 

duced a new policy called “president’s 
special masterplan.” It provides ordi- 
nary whole life coverage with elective 
options at the end of 20 years to adjust 
to the limited pay life or endowment 
plan. An automatic option provides for 
payment of a pure endowment of 20% 
of face amount at the end of 20 years 
and continuation of the plan at a re- 
duced premium. _ 
_ Return of premium benefit may be 
included at the option of the purchaser. 
Thus it combines the elements of sound 
investment, attractive estate values in 
the event of death, and automatic ad- 
justment to future needs. 








Drop Double Indemnity Age 


_ Michigan Life will now write double 
indemnity benefits on juvenile policies 
from 5 years up. The additional pre- 
Mium is $1.25 per $1,000. Heretofore, 
~ im age for these benefits 


Two Qualification Bills 
Introduced in Iowa 


DES MOINES—Agent qualification 
bills have been introduced in the Iowa 
legislature by both Iowa Assn. of In- 
surance Agents and Iowa Assn. of Life 
Underwriters. 

Rep. Fred Schwengel, (Rep.), Daven- 
port, an agent for American Mutual 
Life, filed the life agents bill in the 
house. Sen. Elmer Bekman, (Rep.), of 
Ottumwa, chairman of the senate in- 
surance committee, introduced five 
agents’ bills. 

The life bill would require written 
examinations for life agents and also 
those selling A. & H. The agents as- 
sociation bill would include life agents 
and exempt only those selling for 
county mutuals, hail and fraternal 
organizations. 





D. C. Insurance Department 


Merger Opponents Heard 


WASHINGTON—Representatives of 
the Washington Board of Trade and of 
insurance interests told District of 
Columbia government reorganization 
officials that they wanted the District 
insurance department to retain an in- 
dependent status, rather than being 
merged into a department of com- 
merce. 

Schuyler Lowe, in charge of reor- 
ganization, reportedly indicated sym- 
pathy with that position. In view of 
the June 30 deadline for completing 
reorganization, an informal meeting 
with insurance representatives may be 
arranged in lieu of the formal hearing 
promised in behalf of the D. C. com- 
missioners some time ago. 

The insurance position was pre- 
sented at this conference hearing by 
Vic Shinnerer, chairman, insurance 
committee Board of Trade, and E. J. 
Schmuck, general counsel of Acacia 
Mutual Life and chairman of the com- 
mittee named to represent insurance 
people in this connection. 


New Handbooks Issued for 


Missouri and Oklahoma 


New up-to-date Underwriters 
Handbooks for Missouri and Okla- 
homa have just been published by The 
National Underwriter Co. These hand- 
books provide complete and up-to-date 
information on agencies, companies, 
field men, general agents, solicitors, 
groups and other organizations affili- 
ated with insurance throughout these 
two states. 

Premiums and losses by lines, with- 
in these states, for all fire and casu- 
alty companies and life insurance paid 
for and in force for life companies, 
are also presented in special, statistical 
sections. Copies of either may be ob- 
tained from The National Underwriter 
Co. at 420 East Fourth street, Cincin- 
nati 2, O., price $12 each. 








Joint C. L. U.-L. U. T. C. 


Meeting Hears Panel 


Los Angeles C.L.U. chapter enter- 
tained about 600 C.L.U. and L.U.T.C. 
students at a breakfast meeting at 
which a panel of three CLU members, 
with Jack O’Beil, Provident Mutual 
Life, as chairman and including Robert 
A. Brown, Jr., Pacific Mutual; John F. 
Curtis, Massachusetts Mutual, and 
William B. Jadden, New England Mu- 
tual, discussed problems of life under- 
writing. 


AGENCY NEWS 


Owensboro Wins Trophy 


The Owensboro, Ky., district agency 
of Life of Georgia has won the J. N. 
McEachern Trophy, top sales honor, 
for its 1952 production. Kent Phelps is 
manager of the district, which serves 
several counties in the Owensboro 
area. The trophy, named in honor of 
the company’s co-founder, is awarded 
on the basis of combination paid busi- 
ness, weekly premium and ordinary. 


Gantz Is “Number One” - 


Number one general agency of Pacific 
Mutual Life in combined paid pre- 
miums for 1952 is the Joseph M. Gantz 
agency at Cincinnati, Ohio. 

This is the 12th time the Gantz or- 
ganization has topped the field. 

The agency had a 45% increase in 
face amount of life business paid for, 
a 55% increase in renewal premiums, 
and a 60% gain in commercial A. & H. 











Leads American Mutual, Ia. 


The Hawaiian agency of American 
Mutual Life of Iowa, headed by Gen- 
eral Agents Frank Gibbs and Gordon 
Tanioka, won the company’s President’s 
trophy for all around agency develop- 
ment. It also was the leading agency 
in paid production for 1952. 

Leader in paid premiums was 
William Hemman, general agent at Los 
Angeles, and top producer in new busi- 
ness was J. E. Stewart, Chicago. 


Shedd Agency Is “Best” 


The Shedd agency for Republic Na- 
tional Life at Dallas was recognized as 
the company’s best producing agency 
at a breakfast meeting addressed by 
President Theo. P. Beasley. Agency 
value was $6,436,944 in ordinary, a 
gain of more than $2 million, and 
A. & H. premiums reached $60,317. 








Warren Takes Directors’ Cup 


The Warren agency for Phoenix Mu- 
tual Life at Brooklyn won the com- 
pany’s Directors Cup for development 
and training, efficient management, 
and sales and service to policyholders. 





Aetna Publication Winners 


Three general agencies of Aetna Life 
have been awarded certificates for pro- 
ducing outstanding agency bulletins 
during 1952. The agencies are Herbert 
W. Florer, Boston; Howard C. Kalb, 
Spokane, and M. H. Van Horssen, Fres- 
no, Cal. 





Lincoln National Leaders 


Lincoln National Life total paid vol- 
ume leaders for 1952 are the N. H. 
Weidner agency of Pittsburgh, ranking 
first among agencies formerly repre- 
senting Reliance Life, and Northern 
Indiana agency with headquarters in 
Fort Wayne first among old organiza- 
tions of the company. Weidner agency 
was first among agencies currently rep- 
resenting Lincoln National Life, with 
the Northern Indiana agency 2nd and 
J. D. Marsh & Associates, Washington, 
D. C., 3rd. 





The H. H. Grider, Jr., agency of 
Ohio National Life at San Diego heard 
a tax forecast for 1953 given by Duross 


O’Bryan, attorney, at it’s annual meet- 
ing. 


The northern California branch of 
Great-West Life, managed by George 
Trees, is now in a new ground floor lo- 
cation at 441 California street, San 
Francisco, The agency plans to estab- 
lish a group department shortly after 
the first of the year. 














A Progressive One Hundred Year Old 
Mutual Life Insurance Company located 
in New England is about to expand its 
Pension Trust operations in the Home Of- 
fice and is seeking a man with practical 
experience in the Pension Trust field to 
direct this project. An unexcelled oppor- 
tunity for the right man. Communicate 
with Box P-81, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill., 
stating qualifications, experience, back- 
ground, and salary expected. 








ACTUARY WANTED 


Medium size rapidly growing midwest life, 
accident & health insurance company has 
opening in actuarial department for man 
under age 35 with life insurance experience. 
Must be either Associate or Fellow of Actu- 
arial Society. Wonderful opportunity for 
rapid development. Give full particulars. 
Replies handled confidentially. Address 
P-71, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 











Ohio - Indiana 


An opportunity exists for an aggressive 
man who is qualified to do agency super- 
visory work in the states of Ohio and Indi- 
ana for a medium size mutual legal reserve 
life company located in the mid-west. If 
you have a record of success in recruiting, 
training and selling and would like an op- 
portunity for advancement, write indicat- 
ing age, marital status, business and edu- 
cational background and salary desired. 
All replies confidential. Address P-98, The 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








RIGHT MAN for GROUP SALES 
Has a REAL lifetime opportunity NOW 
with one of America's largest and fastest 
growing insurance companies, Earnings are 
commensurate with experience, education, 
potential and progress; other conditions 
ideal. Write to us about yourself, your 
ambitions and your qualifications. Your 
inquiries will be kept in strictest confidence, 
Address P-68, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 








GROUP INSURANCE SALESMAN 


WE HAVE AN OPENING IN A FAST-GROW- 
ING A&H DEPARTMENT OF LARGE MID- 
WESTERN INS. CO. FOR EXPERIENCED GROUP 


to 35. SOME TRAVELING 


EXPERIENCE, PRESENT OCCUPATION, SALARY 
REQUIREMENT, AGE, MARITAL STATUS, ETC, 
REPLIES HELD STRICTLY CONFIDENTIAL. 
WRITE P-97, The National Underwriter, 175 W. 
Jackson Bivd., Chicago 4, Ill. 
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COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Lee Angeles 

















ILLINOIS 








CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telzphone FRanklin 2-2633 














Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 
10 S. La Salle St., Chicago 3, Illinois 
Telephone FRanklin 2-4620 


ferry S. Tressel, M.A.1.A. 

M. Wolfman, F.S.A. Wm. H. Gillette, 0.7.A. 

N. A. Moseoviteh, A.S.A. WwW. P. Kelly 
Robert Murray 














Group Insurers Disturbed 
By Treasury A. & H. Ruling 


(CONTINUED FROM PAGE 4) 

so bad that they’ve made strenuous ef- 
forts to hold the extras to a maximum 
of 20 times the room-and-board rate. 
Some group underwriters feel that the 
results are no worse on a limited than 
an unlimited basis but the experience 
has not been broad enough so that a 
positive answer can be given that has 
general acceptance. 

The New York department’s bills 
aimed at requiring group companies to 
file their commission patterns and 
then follow their filings would have 
quite an effect on the operations of 
some group insurers. At present, an 
insurer can vary rates of commission 
up to its filed maximum. Some compa- 
nies have a stated scale of commissions 
and don’t vary from them. Others are 
extremely flexible in their commis- 
sion payments. 

If the department’s bills go through, 
the companies that have been varying 
their commissions according to com- 
petitive exigencies will be considerably 
strait-jacketed, with probably a shift 
in competitive emphasis to other fac- 
tors. 


Connecticut Establishes 
Licensing Advisory Board 


An 11l-member advisory board has 
been established to assist the Connecti- 
cut department in the prepration and 


INDIANA & NEBRASKA conduction of examinations for life 
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agents’ licenses. 

Members of the new board, who are 
either life insurance men or are allied 
with the industry, are: Laurence J. 
Ackerman, University of Connecticut; 
William H. Carr, Bridgeport, president 
of Bridgeport Life Underwriters Assn,; 
C. Kenneth Catlin, manager at New 
Haven for Phoenix Mutual; John O. 
Crawford, Penn Mutual, Camden; H. L. 
Geiger, New Haven, with the Yale 
district office of Metropolitan Life. 

Also, Arthur, M. Grayson, Travelers, 
Hartford; Charles K. Oaks, Phoenix 
Mutual, Hartford, president of the 
Connecticut association; Anthony J. 
Jarise, John Hancock, New Britain; 
George Scott, Connecticut General, 
Waterbury; Harold Smyth, general 
agent at Hartford for National Life of 
Vermont; and Clifford A. Washburn, 
manager of the Charter Oak district 
for Metropolitan. 





Pru to Match Last Year's 
Mortgage Loan Investing 


During 1953 some $650 million will 
be made available by Prudential for 
mortgage loans, Carrol M. Shanks, 
president, told a national conference of 
its regional mortgage loan managers at 
New York City. 

This will be approximately the same 
amount authorized in 1952 and would 
be aimed at maintaining this form of 
investment at 40% of the company’s 
assets. 

“With government bond holdings 
around the level we feel we should 
maintain,” he said, “our investable in- 
come this year will be limited in the 
main to any increase in assets and the 
amount we receive in loan amortiza- 
tion and repayments. More than half 
of the investable income will be avail- 
able for mortgage loans.” 

The business outlook for 1953 is fa- 
vorable, Mr. Shanks commented. 

As to the long-range outlook, he 


characterized the problem of farm in- 
come and its relation to urban 
income as “the most important domes- 
tic problem facing the new adminis- 
tration.” Any move which would tend 
to increase the cost of those things the 
farmer must buy will have to be 
guarded against vigilantly, he added. 

In addition to Mr. Shanks, several 
other company executives adderssed 
the meeting. The sessions, under the 
direction of John G. Jewett, vice-presi- 
dent, were devoted to discussions of 
operating practices and current condi- 
tions in the mortgage field. 


42 Hancock Men ’Grads’ 


Forty-two assistant district mana- 
gers for John Hancock have completed 
a two-week course in advanced under- 
writing and agency management at the 
home office in Boston. Director of the 
school was Edwin P. Gunn, manager 
of field training. 

In this 29th school of its kind spon- 
sored by the company, the assistant 
district managers reviewed recruit- 
ment and selection of agents, advanced 
methods of training and supervision, 
methods of prospecting and selling, 
settlement options, social security leg- 
islation, employe benefit plans, and 





business insurance. 

Regional supervisors conducted the 
course and speakers were from the 
district agency department and C.L.U, 
officials from other departments. 





Chicago Leaders Honored 


Chicago Title & Trust Co., which 
presents the televised “pop” concerts 
of the Chicago Symphony Orchestra, | 
on the program last week paid special | 
tribute to life insurance. Ben H, 
Groves, Travelers, president of Chi- 
cago Assn. of Life Underwriters; Har- 
vey O. Nelson, Equitable of Iowa, 
president of the managers association, 
and Richard C. Fraser, Great-West 
Life, president of the supervisors as- | 
sociation, were introduced to the TV 





audience as honor guests. 





Stringer State Mutual Ace | 

Roy E. Stringer, State Mutual Life, | 
Detroit, led all company producers © 
with $1,500,000 in paid business for 
1952. Mr. Stringer is a life and qualify- 
ing member of Million Dollar Round — 
Table, and has received the national * 
quality award eight different years, 
Isaac Loskove of Memphis, also a life 
and qualifying member of M.D.R.T,, 
was second. 
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Hospital-Medical Meet 


Draws Record Attendance 
(CONTINUED FROM PAGE 7) 
pinnacle,” he said, but adding “on the 
pasis of all information available this 
would seem to be fallacious thinking 
since all indications are that hospital 
rates both for room and board and 
ambulatory services will increase be- 
fore there is any sign of a lulling off 

iod.” 

The realistic approach would be to 
ask for rates which the companies feel 
are not only adequate today but which 
should be sufficient even if hospital 
rates continue to increase at the pres- 
ent pace, he asserted. While many com- 
panies are delaying doing this, indica- 
tions are that they eventually will have 
to face up to the situation and take this 
step. 

Most of the companies which have 
recently entered individual and family 
hospital insurance have come in at a 
somewhat higher rate level than the 
veterans in the field. One of the leading 
new companies is offering a guaranteed 
renewable hospital policy and in- 
cludes a provision that it may change 
the premium rate. 

A review of the actual operations of 
the individual hospital admission plan 
experiment at Columbus, Ohio, was 
given by James E. Powell, vice-presi- 
dent of Provident Life & Accident, who 
was instrumental in getting this plan 
into operation. 

Optimism over the Columbus indi- 
vidual hospital admissions plan was 
expressed by Delbert L. Pugh, execu- 
tive director of Columbus Hospital 
Federation. The plan is working now, 
he said, the only big problem being 
education of policyholders. 

Mr.Pugh was emphatic in stressing 
the need for better understanding be- 
tween hospitals and insurers. Some 
hospitals, because of difficulties they 
have had with insurance companies, 
would rather take a chance on collect- 
ing from the individual than from his 
insurer, he declared. However, in Co- 
lumbus, where a group admissions plan 
has been in effect for two years, the 
determination of insurers and hospitals 
to make it work has been so strong 
that there has not been one case of 
refusal to pay. 

Mr. Pugh said he has been asked if 
hospitals charge insurers more than in- 
dividuals, and answered by saying that 
billing is done by machine and it would 
hardly be practical to try something 
like that. Hospitals have a CPA audit 
annually and employ a uniform billing 
system, he said. They are better mana- 
ged than in the past. Rates are based 
on actual cost of operation. Hospitals 
have done an amazing job of handling 
themselves in a period of inflation, he 
added, while at the same time increas- 
ing their facilities. Today they offer 
safer treatment and a shorter stay. 

e @ @ 

Of the operating costs of hospitals, 
70% is for payroll, he said, mentioning 
that payrolls are increasing all the 
time. The possibility of a decline in 
hospital costs depends on what degree 
the economy sags, he remarked, since 
an increasing payroll will counteract 
any slight decline in other costs. 

a Even the fact that the average stay 
in the hospital is 734 days does not 
cause an appreciable expense reduc- 
tion, because the cost of getting a 
Patient out of bed in that time is 
greater. The heavier costs of the first 
few days used to be evened out some- 
what by the diminishing charges of 


a longer stay. 

Asked what he would recommend 
companies should offer as miscellane- 
ous benefits, Mr. Pugh said his idea is 
$10 daily room and board plus $200 for 
extras. 

He was asked about the charge of $1 
or $2 that hospitals make to fill out in- 
surance forms. These forms are so 
numerous, Mr Pugh answered, that one 
Columbus hospital has three girls on 
them full time. They must make some 
charge for that, and additionally he 
said he feels that the complete answers 
the hospitals give are worth some- 
thing to the insurers. 





REVIEWS CRITICISM 





C. O. Pauley, conference managing 
director, discussed some of the criti- 
cism that has been leveled at hospital 
and medical insurance coverage re- 
cently, taking special note of the re- 
marks and actions of Commissioner 
Maloney of California. 

“That the conference companies 
have in the main done a satisfactory 
job in individual hospital and medical 
insurance, is proven by the rapid in- 
crease in the business,” Mr. Pauley 
said. “If this were not true the polit- 
ical demand for compulsory state in- 
surance in this field would long since 
have triumphed in at least some 
states.” 

The large volume of new business 
being written makes a real problem of 
pre-existing conditions which will re- 
sult later in hospitalization. Calling the 
applicant’s attention forcibly to the 
fact that he will not be covered for 
anything which results in a condition 
existing at the time the policy becomes 
effective will eliminate some com- 
plaints, while more careful underwrit- 
ing both in the field and at the home 
office will avoid others. 


ee 


Although a company cannot pay for 
every pre-existing condition, no mat- 
ter how serious, Mr. Pauley said the 
claimant should be given the benefit 
of every reasonable doubt, and when 
a claim is rejected on these grounds 
the insurers should have incontrovert- 
ible evidénce to sustain its position. 
“Mere suspicion, however strong, is 
not sufficient.” 

Noting that Mr. Maloney suggested 
that the solution might be non-cancel- 
lable insurance, he commented that in 
the present condition of hospital and 
medical costs and the uncertainty as 
to their future course, not many com- 
panies would be willing to write non- 
cancellable hospitalization coverage. 
Legislation to that effect would almost 
certainly bring about state or federal 
government insurance. If the right of 
termination were not retained under 
present conditions, and in the interest 
of solvency, companies would have to 
charge so large a premium as to make 
the cost of the hospital and medical in- 
surance beyond the reach of most of the 
people who now carry it. An occasional 
hardship is preferrable to the large 
number who would be uninsured if all 
such insurance were made non-cancel- 
lable, he said. 

However, he advised that every pos- 
sible means should be used to keep 
policies in force. Modification, extra 
premium, exclusion rider, and in fam- 
ily policies the exclusion of the im- 
paired risk should all be explored be- 
fore actual termination is employed. 

If circumstances justify rejection of 
a claim or policy termination, Mr. 
Pauley said, this should be done with 
the utmost tact and every effort should 


be exerted to convince the policy- 
holder that the company is justified in 
its action. A letter to the policyholder 
should be individual in approach and 
avoid any appearance of being a form 
letter. The form letter, he said, is cold 
and impersonal and the very use of it 
carries the implication that the action 
is a frequent and usual practice of a 
company. “It must be remembered that 
any such letter may fall into hostile 
hands.” 

Healthy competition, he said, along 
with improved underwriting and serv- 
ice to policyholders is the answer to 
the criticisms, rather than the use of 
non-cancellable insurance or other re- 
strictive regulations. 

Robert H. Rydman, assistant general 
counsel of the conference, reported 
that the uniform policy provisions law, 
already passed in 17 states, is expected 
to pass during the current legislative 
sessions in Wyoming, South Dakota, 
Indiana and Florida. There are also 
hopes for Minnesota, Oklahoma and 
West Virginia. In Idaho and Arizona, 
the bill may be enacted, but it is not 
considered so important since there is 
no conflict in legislation. 

Whether “stacking” or duplication of 
coverage under two or more policies 
constitutes a problem in the hospitali- 
zation and medical field was thorough- 
ly investigated at the afternoon session 
the first day. 


I. A. Weaver, Secured Casualty, led 
the discussion, during which talks were 
given by A. M. Hansen, Mutual Bene- 
fit H. & A.; A. G. Fankhauser, Contin- 
ental Casualty; J. Philo Nelson, Blue 
Cross Commission, and Paul W. Watt, 
president of Washington National. 
There was also a spirited discussion 
from the floor. 

The extent of the problem was still 
pretty much academic after the smoke 
had cleared away and such ramifica- 
tions as polio cover, maternity bene- 
fits and disappearance of the hospital 
market had been treated. 

Mr. Hansen noted that the problem 
is one affecting the claim departments. 
People are likely to buy additional in- 
surance, he said, either because their 
old policies are inadequate, because 
companies were impractical in setting 
their limits, especially for local con- 
ditions, or because they haven’t con- 
sidered popular demand. An investiga- 
tion of his claim department showed 
that 35% of stacked policies produced 
claims within two years, and that it is 
not uncommon for the total amount 
paid the insured on such policies to ex- 
ceed the total bill up to as much as 
150%. 

To permit stacking is to permit se- 
lection against the company, he as- 
serted. Often claims on this type of 
business come in so soon that not all 
the policies are in force. Companies al- 
lowing stacking are indirectly encour- 
aging higher loss ratios, he said. 


Practically no trouble with stacking 
has been experienced by Continental, 
Mr. Fankhauser said. After a check, he 
could find no material increase in pay- 
ments on account of the existance of 
other coverage. 

Mr. Fankhauser said Continental has 
a $15 daily hospital limit maximum, 
paying on the indemnity basis, with 
miscellaneous up to 10 times daily. 
The company limits its participation to 
$15. If the insured has $10 with an- 
other insurer, Continental will sell only 
$5. 

Mr. Nelson, who is executive direc- 
tor of Hospital Service of California, 

(CONTINUED ON PAGE 21) 





yy new practical working 
aids designed to help the in- 


surance underwriter service 
current business, develop prof- 
itable new sources. 


FREE EXAMINATION 


Mail Coupon Today 





1 UNDERSTANDING FEDERAL IN- 
COME, ESTATE & GIFT TAXES 


By George Byron Gordon and 
James C. Wriggins 


The Director of Advanced Under- 
writing Services and the Administrator 
of Employee Benefit Plans of the 
Mutual Benefit Life Insurance Co. of 
Newark, N. J. collaborated with the 
American College of Life Underwriters 
in preparing this comprehensive man- 
ual. It is the suggested text for use 
in C. L. U. courses, emphasizes the 
tax application to insurance and an- 
nuities. In addition it is an invaluable 
manual for the insurance man who 
must understand the impact of these 
taxes to better serve his clients. $7.50 


YOU, YOUR HEIRS AND 
YOUR ESTATE 


By George Byron Gordon 


Shows how every individual can 
develop a sound plan to build his 
estate, create security for his family 
and heirs. Explains how taxes can be 
minimized, the comparative advantages 
of gifts vs. inheritance, handling prop- 
erty and investments to build up as 
well as distribute an estate. In this 
valuable manual the underwriter will 
find many practical suggestions for 
making a limited estate go farther 
through a planned program of insur- 
ance and annuities. $7.50 


EXECUTIVE PAY PLANS 


By W. J. Casey & J. K. Lasser 


Second enlarged edition of a widely 
successful work detailing new techni- 
ques developed by major companies to 
reward executives through insurance 
and annuity plans — stock options — 
deferred pay and pension arrange- 
ments — family maintenance and 
other executive benefits. How execu- 
tives can be aided to build capital and 
an estate, provide family security — 
while receiving incentives to stay and 
perform on the job — is shown in a 
detailed summary of workable and 
$12.50 


economical plans. 
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association president, said the plan was asked to wire national headquarters The aggregate extra money made 
N. Y. State Agents Urge to acquaint the delegates with all the giving their reactions. available in this way would be about 
Stop-Gap Basis for 213 facts regarding the proposal amend- Mr. McCarty outlined 17 shortcom- $7 million a year for all New York 


(CONTINUED FROM PAGE 1) 

It is recognized that not only Super- 
intendent Bohlinger but Governor 
Dewey are putting their full power 
behind the department proposals. With 
Dewey in complete control of federal 
patronage in New York state he has a 
powerful club to keep the large Re- 
publican majority from deviating very 
far from the administration path. Con- 
sequently, attempting to enlist legisla- 
tors in a direct attack on an adminis- 
tration bill would probably be futile at 
best. At worst, it could alienate sup- 
port that will be needed next year, 
when the patronage club will be less 
of a factor. 

This means that for practical rea- 
sons the best that can be looked for is 
to have all legislation plainly marked 
stop-gap and also branded in large, 
clear letters, “N. Y. Dept.” and not 
“Ins. Industry.” 

Opening the meeting, Philip Chase, 
Northwestern Mutual, Syracuse, state 


ment and then get an opinion on what 
should be done. Mr. Wenner said it was 
important to consider the proposals in 
the light of the background of expense 
regulation in New York state, which 
he outlined. Life insurance has pros- 
pered in this atmosphere, he empha- 
sized. 

Section 213 has been “a great thing 
for us and our policyholders” even for 
companies not licensed in New York, 
said Mr. Wenner. However, it has got 
out of date and needs to be revised to 
make it appropriate to the life insur- 
ance business as it is conducted today. 

Mr. McCarty emphasized that the 
state association had arrived at no 
position on what the solution to the 
problem should be and the aim was to 
evolve a solution at the meeting. He 
said the National Assn. of Life Under- 
writers compensation committee has 
been polled on its views and this week 
a memorandum was sent to the N.A.L.U. 
board of trustees. The trustees were 
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ings of the present 213 which call for 
remedial legislation. He also reviewed 
the seven-point proposal of Superin- 
tendent Bohlinger. 

Mr. McCarty distributed mimeo- 

graphed sheets with a summary of the 
seven points proposed by Superinten- 
dent Bohlinger. 
I. The maximum first-year commis- 
sion now in the law would be raised 
from 55% to 60%. The extra 5% is 
payable only to general agents and 
only on business not written by general 
agents. 

Mr. McCarty brought out that, so 
far as is known, for the first time in 
the life insurance business or maybe 
in any business there would be intro- 
duced the principle that a different 
rate of commission applies when busi- 
ness is sold by the head of an agency. 
The bill presumes that there is no of- 
fice expense when the general agent 
writes a policy though there is pre- 
sumed to be such expense when a so- 
liciting agent writes business. 


The superintendent’s reason for this 
provision is to stop the “one-man gen- 
eral agency”, in which the general 
agent has no intention of building an 
agency, said Mr. McCarty. The super- 
intendent rejected a proposal that the 
ban on extra overriding being paid to 
the general agent on his own business 
would apply only if the general agent’s 
personal production amounted to half 
or more of his agency’s production. 

Mr. Wenner explained that the 5% 

extra overriding would not help the 
general agents, since the extra 5% 
would presumably be offset by a cut 
in the expense allowances currently 
granted by many general agency com- 
panies. 
II. It is proposed to increase the agent’s 
renewal commission now in the law by 
1% for the second to the ninth years 
inclusive, provided only if two-fifths 
of this additional amount is used as 
security benefits. 

Mr. Wenner said it had been im- 
possible to convince Mr. Bohlinger of 
the drastic increase in costs of doing 
business, but that he had agreed to a 
“modest increase” and the proposal 
embodies his ideas. Maximum per- 
mitted increase in take-home pay 
would be about one-third of 5% but 
Mr. Wenner emphasized that there 
would be no compulsion on a company 
to make the full increase or any in- 
crease. 

It was brought out that the proposed 
increase of 1% in the second through 
ninth years would result in an increase 
in take home pay of the average agent 
of the order of $7.50 a month—pea- 
nuts, as one member expressed it. 

Mr. Wenner said one company pre- 
fers no provision for security benefits 
but to pay the maximum to its agents 
and let them buy their own security 
benefits. This objection is to the prin- 
ciple of embodying in the law a pro- 
vision saying that a certain portion of 
commission can’t be paid unless it 
goes for security benefits, thus forcing 
a security program on the companies. 
III. Provision for training allowances 
for agents in their first three years. 
Metropolitan, Prudential, Equitable 
Society and New York Life are al- 
lowed $700,000 a year each; other 
companies up to 5% of their previous 
year’s first-year expense limit or 30% 
of premiums collected by new agents, 
whichever is greater. 


licensed companies as against about 
$11 million in the proposal offered by 
the companies a year ago. 

IV. A company would be permitted to 
pay compensation to a new general 


agent, during his first five years, above | 


that permitted in the present law. 

It was brought out that only a new 
general agent in a new territory would 
qualify for this exemption. 

There was considerable discussion of 
the provision that would liberalize 
what can be paid to new general 
agents in new general agencies. There 
has been objection to restricting the 
liberalization to new general agents or 
those having less than five years’ ex. 
perience. This restriction is included 
to prevent general agents from “com- 
pany-hopping.” 

e @ 6 

Several delegates at the meeting 
brought out the fact that this discrimi- 
nates against the experienced general 
agent, who might be a candidate for a 
new general agency in his own or 
some other company. 

Benjamin D. Salinger, Mutual Bene- 

fit Life, New York City, state associa- 
tion secretary-treasurer, said he felt 
the association should oppose any pro- 
vision that would prevent a company 
from treating an experienced general 
agent in a new territory any less favor- 
ably than a man without experience 
as a general agent. There was general 
applause for this sentiment. 
V. Proposal to extend for one year the 
temporary additional expense allow- 
ance of 50 cents per $1,000 on insur- 
ance. 

This expired Dec. 31, 1952. There 
was little discussion of this point. 
VII. Proposal to increase the expense 
formula by 2% on the first $5 million 
of monthly debit ordinary premiums 
as a temporary relief for one year. 

This is mainly for the benefit of a 
special situation that affects one com- 
pany. 

VIII. Authority for the insurance su- 
perintendent to fine any company up 
to $1,000 if he finds it guilty of violat- 
ing section 213. 

e e @ 


Mr. Wenner said this would permit 


judicial review only of whether the | 


superintendent had correctly admin- 





— 


istered the law. His decision could © 


not be reviewed on the facts. Mr. 
Wenner said, in answer to a question, 
that penalties would not be cumula- 
tive. That is, if a company should 
issue 1,000 policies that violated the 
law this would constitute one violation, 
not 1,000. Fines would apply only 
against companies, not agents or 
brokers. 

One delegate wondered why 213a, 
governing industrial insurance, was not 
being considered. Mr. Wenner said it 
was being left in abeyance until the 
213 pattern had been established. 

Charles McAllister, New England 
Mutual, president of the New York City 
association, said the feeling of the New 
York City association’s board of trust- 
ees was unanimous that opposition by 
the association would be futile, since 
the similar bill last year was defeated 
by only one vote. The New York City 
association felt, however, that it should 
go on record as opposing the bill and 
adopted a resolution to that effect. 
The resolution included a provision, 
however, conceding that there were 
certain stop-gap provisions that had 
some merit, 
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Hospital-Medical Meet 


Draws Record Attendance 
(CONTINUED FROM PAGE 19) 


said stacking is a definite problem, es- 
pecially in group. There is a great var- 
jance in the degree of it, however; 
where hospital beds are scarce, the 
problem is not so bad, but where there 
is enough hospital space, it is quite ev- 
ident. “There is more stacking in group 
than you may be aware of,” he de- 
clared, commenting that with the great 
rapidity of growth of A. & H. insurance 
it will become even more of a problem. 
It is certainly incumbent on insurers, 
he said, to a very substantial degree. 
When stacking is found in group cases, 
Mr. Nelson urged that one of the in- 
surers get off the risk. 

There is a little smoke around the 
issue of stacking, Mr. Watt said, and it 
probably should be investigated as to 
its extent. Duplication of hospital and 
medical covers is not desirable, espe- 
cially when the insured profits by it. 
The theory of insurance precludes pay- 
ing in excess of the total loss. Mr. Watt 
said some surveys are being conducted 
on this problem, but they are not com- 


prehensive enough. So far the indica- 
tions are that only a small percent of 
insured have more than one policy. 
One hospital found only 6.6% of its 
patients had more than one policy. In 
another sampling, 88.2% carried just 
one policy. 

Washington National sampled 500 
applications on recently issued hospi- 
tal policies and found 463 had no other 
cover—but of 500 claims on older poli- 
cies, 426 had no other insurance. Twice 
as many people had duplicate insur- 
ance when the claim was presented, 
which Mr. Watt said might be attribu- 
ted in part to the lower limits of the 
older policies. 

If the insured is profiting on claims, 
Mr. Watt said it could mean the differ- 
ence between red or black ink. The ex- 
tent of the problem should be found, 
and if it is widespread the companies 
must be ready to make changes. 

During the question period, Paul H. 
Schultz of National Masonic Provident 
declared the companies are leaving 
themselves wide open to stacking by 
not having their own sales force follow 
up on policyholders with inadequate 
limits, thus keeping the additional busi- 
ness in the orignating company and 
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at a desirable amount. This is the prac- 
tice followed by fire, casualty and life 
companies, he observed. 

H. B. Morris, American Health, said 
the salesman must have more Zeal at 
the outset. It is easy to stack a man ex- 
pecting a claim, not so easy when he 
feels he is not going to the hospital. 
Also, the companies should provide 
enough in their policies to eliminate 
the need for stacking. 

A. P. Dowlen, Republic National 
Life, asked if the problem had come up 
in polio insurance, where the amounts 
involved would be serious. It was not- 
ed that this corresponds to accident in- 
surance in that the prospect has a hard 
time predicting the event. Mr. Fank- 
hauser said duplication on polio is very 
rare with Continental. 

Stacking is no problem, Christopher 
F. Lee, Columbian National Life, said, 
since the average man can’t afford to 
buy excessive insurance. If, at the 
same time, a man needs additional in- 
surance to meet the local hospital char- 
ges, why shouldn’t the companies en- 
courage it. A company may not offer 
high enough limits for the area, and 
the insured has every right to buy suf- 
ficient. The only time stacking becomes 
a problem, he declared, is on maternity. 





Reidy of Guardian Heads 


N. Y. Insurance Law Unit 
NEW YORK—An all time record 


crowd attended the annual meeting of 


the insurance law section of New York 
State Bar Assn. here, attracted by a 
panel of distinguished speakers on the 
subject of breaking the log jam in the 
courts and other program features. 

Daniel J. Reidy, general counsel of 
Guardian Life, was elected chairman, 
succeeding Noel S. Symons, Buffalo; 
Joseph P. Craugh of Utica Mutual, 
vice-chairman, and Price H. Topping, 
associate general counsel of Guardian 
Life, secretary. Elected to the advisory 
council from the state’s 10 districts are 
James B. Donovan, New York; Joseph 
F. Hanley, New York; Donald Gal- 
lagher, Albany; William J. Herron, 
Malone; Francis J. Alder, Rome; Wil- 
liam D. Kiley, Oneida; James M. Ryan, 
Geneva; James W. Mallam, Niagara 
Falls; James Dempsey, Peekskill, and 
Joseph F. O’Brien, Patchogue. 


N.A.LC. Convention Leaders 


Life insurance men who are on the 
industry committee for the N.A.L.C. 
San Francisco rally June 8-12 include 
H. W. Brower, president Occidential 
Life; A. V. Call, president Pacific 
Mutual; Francis V. Keesling, chairman 
of West Coast Life and president In- 
surance Federation of California; O. J. 
Lacy, president California-Western 
States Life; Henry E. North, vice- 
president Metropolitan Life; Harry J. 
Stewart, president West Coast Life; 
Harry J. Volk, vice-president Pruden- 
tial and R. Edwin Wood, president 
California Assn. of Life Underwriters. 
Chairman of the committee is James 
F. Crafts, president of Fireman’s Fund. 








Pilot Veterans Honored 


Pilot Life at a home office rally 
honored 115 home office employes 
with five or more years continuous 
service. President O. F. Stafford pre- 
sented the awards, ranging from a pen 
and pencil set up to gold watches for 
those with 20 years and over. Each 
person received a special desk name 
plate commemorating the number of 
years of service. Vice-president W. B. 
Clement has the longest record of serv- 
ice with 35 years. 


® oe 
He did alright! 
The “man who carried the 
rate book” for. Pacific. 
Mutual in the 1860's did a 
great job in his time, But 
what would he have given 
for the training, coaching © 
EVata| counseling. every: P M. 
Agent can command today? 


TRAINING 


COACHING 


> COUNSELING 
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LIFE INSURANCE. COMPANY 


HOME OFFICE: 
LOS ANGELES, CALIFORNIA 
Doing business only through General 
Agencies: located in 42 states and the 
* District of Columbia. 


e. TH, 
9 a 








HeNATIONAL UNDERWRITER 





February 6, 1953 












































P| 





Excellent acs 


Meeereree 


id, | @oeee, 
Hotel WASHINGTON 


tions are yours at Hotel Washington. 

























Air conditioned throughout, comfortable furnishings, marvelous 


‘food and courteous service ... all 


combined to make your stay ip 


Washington, D. C., most enjoyable. Hotel Washington combines 
international sophistication with hospitable informality to 
make you feel “at home” at the Washington. 


WOTEL MONTICELLO 
VIRGINIA 





HOTEL WADE HAMPTON 
SOUTH CAROLINA 













AFFILIATED NATIONAL HOTELS 


ALABAMA 
HOTEL ADMIRAL SEMMES .eeseeeee0e. Mobile 
HOTEL THOMAS JEFFERSON, Birminghom 
DISTRICT OF COLUMBIA 
HOTEL DN Washing 


INDIANA 
HOTEL CLAYPOOL... sorcresereee Indianapolis 








NEW MEXICO 
HOTEL CLOVIS ......cereecereeereeeesenen! Clovis 


SOUTH CAROLINA 
HOTEL WADE HAMPTON.....0.-. 2+ Columbia 


TEXAS 
HOTEL STEPHEN F. AUSTIN 
HOTEL EDSON.... 
HOTEL BROWNW 
HOTEL BAKER.... 
HOTEL TRAVIS 
HOTEL CORTEZ .. 
HOTEL BUCCANEER . 
HOTEL GALVEZ ...... 
HOTEL JEAN LAFITTE.. 
CORONADO COuRTS.. 
MIRAMAR COURT... 
HOTEL CAVALIER 
HOTEL PLAZA..... 
HOTEL LUBBOC 
HOTEL FALLS... 
HOTEL CACTUS. 














HOTEL MENGER... 
ANGELES COURTS... 
VIRGINIA 
HOTEL MOUNTAIN LAKE ... Mountain Lake 
HOTEL MONTICELLO..........00ereeeee Norfolk 





First 1953 M.D.R.T List 


of Qualifiers Announced 


(CONTINUED FROM PAGE 8) 
Nelo E. Rhoton, New York Life, Flagstaff, 
Ariz.; Clay E. Roberts, Atlas Life, Tulsa: 
T. Saito, Manufacturers Life, Honolulu; Rich- 
ard Sephton, Mutual Life of Canada, Van- 
couver, B. C.; Albert A. Simpler, Jr., North- 
western Mutual, Wilmington, Del.; Chester A. 
Williams, Connecticut General, Los Angeles; 
Takao Yamauchi, U. S. Life, Honolulu. 

Life and Qualifying Repeating 

J. Miles Abell, Southwestern Life, Houston: 
Philip T. Aubin, Connecticut General, Chi- 
cago; Marsden Austin, New York Life, Enid, 
Okla.; Sig H. Badt, Southwestern Life, Dallas; 
Meyer L. Balser, Massachusetts Mutual, At- 
lanta; Samuel M. Barg, New England Mutual, 
New York; Harold L. Barnett, Northwestern 
Mutual, New York: G. Nolan Bearden, New 
England Mutual, Beverly Hills, Cal.; Kenneth 
R. Bentley, Northwestern Mutual, Danville, 
Ill.; Walter R. Benz, Penn Mutual, Fort 
Wayne, Ind. 

A. Harold Bickerstaff, London Life, Toronto; 
Philip V. Birmingham, Phoenix Mutual, St. 
Paul; Iram H. Brewster, Phoenix Mutual, 
Pittsburgh; Edwin R. Brock, Penn Mutual, 
Des Moines; H. R. Buckman, Old Line Life, 
Milwaukee; George B. Byrnes, Equitable So- 
ciety, Pasadena; Nicholas G. Caputi, Fidelity 
Mutual, Providence, R. I.; Robert E. Castelo, 
Northwestern Mutual, Champaign, Ill.; Harry 
W. Castleman, New England Mutual, Louis- 
ville; Warren F. Coe, Penn Mutual, Oshkosh, 
Wis. 

Ithiel A. Cohen, Reliance Life, Pittsburgh; 
James T. Comer, Jefferson Standard, Gastonia, 
N. C.; Robert N. Corrigan, Southwestern Life, 
San Antonio; Michael P. Coyle, Phoenix Mu- 
tual, New York; Victor Deitch, Sun Life of 
Canada, Indianapolis; R. Earl Denman, Pa- 
cific Mutual, Cincinnati; Leo F. Duax, Equit- 
able Society, Eau Claire, Wis.; William T. 
Earls, Mutual Benefit, Cincinnati; Sol Eisen, 
Canada Life, Co., Toronto; Richard L. Emer- 
son, Phoenix Mutual, Boston. 

e e e 

Ben Epstein, Kansas City Life, Houston; 
David P. Faxon, Aetna Life, Camden, N. J.; 
Francis T. Fenn, Jr., National Life of Vermont, 
Hartford; Z. Willard Finberg, Great-West Life 
Assurance Co., St. Paul; Mark F. Foster, Se- 
curity Life & Trust, Greensboro, N. C.; Leo- 
pold V. Freudberg, Massachusetts Mutual, 
Washington, D. C.; Richard G. Fuller, South- 
western Life, Dallas; George M. Galt, Massa- 
chusetts Mutual, Pittsfield, Mass.; Adolph E. 
Gillman, Northwestern Mutual, Baltimore; 
Charles K. Gordy, Fidelity Mutual, New Ha- 
ven. 

Louis J. Grayson, Travelers, Washington, 
D. C.; John M. Hammer, State Mutual, Tam- 
pa, Fla.; Wm. B. Hardy, New England Mutual, 
Cincinnati; Richard A. Harrison, Franklin Life, 
Sacramento; Thomas D. Harvey, Mutual Life, 
Dallas; George A. Hatzes, Fidelity Mutual, 
Washington; Sadler Hayes, Penn Mutual, New 
York; Henry W. Hays, Massachusetts Mutual, 
Rochester, N. Y.; Walter N. Hiller, Penn Mu- 
tual, Chicago; Rodney Hull, Mutual Life of 
Canada, Toronto. 

M. Herschel Ingram, Southwestern Life, 
Dallas; Nathan S. Jacobson, Crown Life, Balti- 
more; Josef E. Josephs, New York Life, Char- 
lotte, N. C.; Richard J. Katz, Massachusetts 
Mutual, Rochester, N. Y.; Isidor Knopp, New 
York Life, New York; Lonnie Langston, South- 
western Life, Lubbock, Tex.; Jack Lauer, In- 
dependent, Cincinnati; Stanley S. Leeds, 
Equitable Society, Beverly Hills, Cal.; Fred- 
erick D. Leete, Jr., Northwestern Mutual, In- 
dianapolis; James H. Lipscomb, New England 
Mutual, Jacksonville, Fla. 


e e oe 


George J. Lucas, New York Life, Sioux Falls, 
S. D.; Harry A. McColl, New York Life, Colo- 
rado Springs; Tom McCreary, New York Life, 
San Francisco; Clayton Mammel, Farmers & 
Bankers, Wichita; Stanley E. Martin, State 
Mutual, Dallas; David Marx, Jr., Massachusetts 
Mutual, Atlanta; Leo C. Mascotte, Lincoln Na- 
tional, Fort Wayne; Robert L. Maxwell, South- 
western Life, Dallas; Jack N. Meeks, North- 
western Mutual, Columbus, O.; C. Harrison 
Meyer, Massachusetts Mutual, New York. 

Edwin H. Miller, New York Life, Chicago; 
Edward J. Mintz, New York Life, Salinas, Cal.; 
Leo P. Mirsky, New England Mutual, New 
York; Charles Moore, Connecticut Mutual, 
Memphis; Mark C. Muller, Phoenix Mutual, 
New York; Lowell L. Newman, Penn Mutual, 
Fort Wayne; Barney Nuell, Connecticut Mu- 
tual, Los Angeles; Joseph F. O’Connor, Penn 
Mutual, Los Angeles; Conant M. Ohl, North- 
western Mutual, Toledo; Francis R. Olsen, 
Northwestern Mutual, Minneapolis. 

Bertram Parker, Southwestern Life, Corpus 
Christi; George E. Parris, Bankers National, 
Philadelphia; Clarence E. Pejeau, Massachu- 
setts Mutual, Cleveland; W. Henry Pendell, 
Penn Mutual, Saginaw, Mich.; Leigh T. 
Prettyman, Northwestern Mutual, Muskegon, 
Mich.; Arthur F. Priebe, Penn Mutual, Rock- 
ford, Ill.; Howard J. Richard, New York Life, 
Boston; Bert G. Ripley, Southwestern Life, 
Wichita Falls, Tex.; Marvin R. Robbins, Mu- 
tual Life, Rocky Mount, N. C.; Harry M. Rob- 
erts, Southwestern Life, Dallas; Charles E. 


— 


Rosch, Northwestern Mutual, Baltimore; Les. 
ter A. Rosen, Union Central, Memphis; Mit. 
chell M. Rosser, Phoenix Mutual, Boston; Leon 
I. Rothschild, Northwestern Mutual, Beverly 
Hills, Cal. 

W. Franklin Scarborough, New England Mu. 
tual, Ridley Park, Pa.; Robert L. Scharft 
Northwestern Mutual, St. Louis; Sherman 0. 
Schumacher, Provident Mutual, Akron, O.; 
Charles E. Seay, Southwestern Life, Dallas: 
Max Seigler, Great-West Life, Montreal; Jacob 
W. Shoul, Mutual Life, Boston; Adon jw. 
Smith, II, Northwestern Mutual, Charlotte, 


N. C.; Keith S. Smith, Franklin Life, Spring. | 


field, Ill.; Frankland F. Stafford, State Mu. 
tual, New York; Lewis T. Stearn, Northwest. 
ern Mutual, Minneapolis; Roy E. Stringer, State 
Mutual, Detroit. 


Grant Taggart, California-Western States, 


Cowley, Wyo.; Clarence Tobias, Jr., Provident © 
Mutual, Norristown, Pa.; John O. Todd, North- : 
western Mutual, Chicago; Deal H. Tompkins, ” 





Northwestern Mutual, Charleston, W. Va.; ¢ ~ 
Ralph Weil, Northwestern Mutual, Cincinnati; ~ 


Russell C. Whitney, Connecticut Mutual, Chi. 
cago. 
Qualifying Repeating 

Richard G. Ainslie, Minnesota Mutual, Los 
Angeles; William Aydelotte, Travelers, Sche. 
nectady, N Y.; Glenn R. Baker, Equitable of 
Iowa, San Jose, Cal.; H. F. Bell, American 
General, Abilene, Tex.; Jerry Bell, Southland 
Life, Austin, Tex.; Myron O. Bickel, American 
National, Galveston; Leon M. Blum, South. 
western Life, Galveston; Charles S. Bray, Vic. 
tory Life, Topeka; Peter D. Celle, Imperia} 
Life, Vancouver, B. C.; Ed F. Cleveland, 
Southwestern Life, Pampa, Tex.; George J. 
Cohen, New England Mutual, New York; J, 
Dallas Corbiere, Mutual Benefit, Boston. 

Fraser Deacon, Canada Life, Toronto; Ear! 
W. Dickey, Fidelity Mutual, Altoona, Pa, 
Milton Fischer, independent, San Antonio; 
Thomas G. Harrison, New England Mutual, 
Nashville; T. C. Harvey, Jr., Southland Life, 
Tyler, Tex.; Roney A. Hilliard, Reliance Life, 
Asheville, N. C.; John R. Humphries, Massa- 
chusetts Mutual, Chattanooga, Tenn.; Herbert 
P. Jones, Atlantic Life, Pittsburgh. 

Wm. D. Key, Pilot Life, Columbus, Ga.; 
Harris L. Landon, Southwestern Life, Amaril- 
lo, Tex.; William T. Larsen, Mutual Benefit, 
Newark; Harry Levey, Manhattan Life, Bever- 
ly Hills, Cal.; Bernard C. Lewis, Prudential, 
Newark; Wayne L. Lewis, Ohio State Life, 
Columbus; Lantz L. Mackey, independent, De- 
troit; Edwin O. Martin, Provident L.&A,, 
Chattanooga; William A. Menke, Jr., Franklin 
Life, San Diego; Hugo J. Meyer, Jefferson 
Standard, El Paso; Paul J. Meyer, Acme 
United Life, Columbus, Ga. 

Stelios Nickells, U. S. Life, Tokyo; Frank 
O’Donnell, independent, Philadelphia; Hein- 
rick C. Orth, Penn Mutual, New York; Wilbur 
S. Pratt, Northwestern Mutual, Hartford; John 
P. Propis, Northwestern Mutual, Buffalo; 
George Y. Ragsdale, Union Central, Raleigh, 
N. C.; G. Wayne Randall, Ohio National, 
Dallas; Carl J. Rennekamp, Aid Association for 
Lutherans, Seymour, Ind.; E. Price Ripley, 
National Life, Roanoke, Va. 

Harold W. Schiever, Aetna Life, Toledo; Rob- 
ert O. Segal, Mutual Benefit, New York; Louis 
P. Small, United L.&A. Worcester, Mass.; 
Lloyd Steadman, New York Life, Los Angeles; 
(Mrs.) Mary K. Stuart, Franklin Life, State 
College, Pa.; Samuel J. Sugar, Penn Mutual, 
Washington; Herbert M. Swarthout, Mutual 
Benefit, Kansas City; Walter C. Thee, Equit- 
able Society, Columbia, S. C.; Harold Van 
Every, Bankers Life of Iowa, Minneapolis; 
Burt H. Wulfekoetter, Massachusetts Mutual, 
Cincinnati. 

Life 

David Adelman, Mutual Benefit, New York; 
David G. Berry, independent, Miami; Robert 
O. Bickel, National Life of Vermont, Cedar 
Rapids, Ia.; William H. Burns, independent, 
Philadelphia; Tressler W. Callihan, Home Life, 
Boston; Newton W. Carr, Jefferson Standard, 
Jackson, Miss.; Harold M. Charlap, Sun Life, 
Philadelphia; J. Lowell Craig, Northwestern 
Mutugl, Milwaukee; Frank Crum, New York 
Life, Detroit; Daniel E. Dean, Equitable So- 
ciety, Philadelphia; Charles W. DeGryse, North- 
western Mutual, Chicago; A. C. Duckett, North- 
western Mutual, Los Angeles; Earle Y. Dun- 
canson, Connecticut General, New York. 

Charles H. Earl, Government Personnel Mu- 
tual, Little Rock; Frank B. Falkstein, Pru- 
dential, San Antonio; Cecil Frankel, Equitable 
Society, Los Angeles; Irving Freed, New York 
Life, New York; Al Gaumer, California-West- 
ern States, Red Bluff, Cal., J. Robert Guy, 
Northwestern Mutual, New York; Robert M. 
Hirsch, Great-West Life, Chicago; (Mrs.) Sis 
Hoffman, Union Central, Cincinnati; James B. 
Irvine, Jr., National of Vermont, Chattanooga; 
Dan A. Kaufman, Northwestern Mutual, Chi- 
cago; Morris Landwirth, Massachusetts Mutual, 
Peoria, Ill.; Thomas A. Lauer, Northwestern 
Mutual, Joliet, Ill; Mare A. Law, Mutual 
Benefit, Chicago; Ralph G. Lawrence, Time 
Life, San Antonio. 

John D. Marsh, independent, Washington; 
Louis Meister, Mutual Life, Hartford; George 
A. Novell, Prudential, Los Angeles; Gerald W. 
Page, Provident Mutual, Los Angeles; Ned 
G. Patrick, Massachusetts Mutual, Omaha; Al- 
bert Phillipson, Northwestern Mutual, West 
Orange, N. J.; Roderick Pirnie, Massachusetts 
Mutual, Providence, R. I.; William L. Porte,} 
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Mutual Life, San Antonio; Robert K. Powers, 
Massachusetts Mutual, Spokane, Wash.; James 
G. Ranni, Manhattan Life, New York; Glenn 
Rifenberg, Mutual Benefit Life, Three Rivers, 
Mich.; Louis G. Rude, Mutual Benefit, Newark. 
Francisco J. Salas-Berti, Pan-American, Car- 
acas, Venezuela; Charles H. Schaaff, Massa- 
chusetts Mutual, Springfield, Mass.; Leroy R. 
Schultz, Northwestern Mutual, Norristown, 
Pa.; Lowell P. Schwinger, Northwestern Mu- 
tual, Cedar Rapids, Ia.; Thomas M. Scott, Penn 
Mutual, Philadelphia; Wesley S. _Shafto, Mu- 
tual Life, Monroe, La.; Marvin Sherman, 
Equitable Society, Los Angeles; James H. 
Smith, Jr., Massachusetts Mutual, Los Angeles; 
Daniel Spooner, independent, New York; 
J. E. B. Sweeney, Equitable Society, Charles- 
ton, W. Va.; Gerard B. Tracy, Prudential, New 
be Veatch, Northwestern Mutual, St. 
Louis; Julian D. Walter, Northwestern Mutual, 
Chattanooga; Sam R. Weems, Minnesota Mu- 
tual, McAllen, Tex.; Irving Weinberg, Con- 
necticut General, New York; Ralph E. Whit- 
moyer, Phoenix Mutual, Detroit; Theodore 
Widing, Provident Mutual, Philadelphia; Ss. B. 
Campion Wood, Travelers, Philadelphia; H. E. 
Wuertenbaecher, Penn Mutual, St. Louis. 








Name Sullivan to Head 
Prudential Miami Office 


Grady R. Sullivan has been named 
head of Prudential’s Miami district, 
succeeding Robert 
W. De Pau, ZJr., 
who has joined 
Old Line Life as 
agency organizer. 

For eight years 
Mr. Sullivan has 
been Prudential’s 
manager at Wich- 
ita where he de- 
veloped one of the 
company’s most 
successful sales 
organizations. He 
joined the com- 
pany as an agent at Sedalia, Mo., in 
1931. In 1941 he was promoted to dis- 
trict manager at Lincoln, Neb., going 
to Wichita four years later. 
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G. R. Sullivan 
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Eubank Awaiting Reply 
From President of NALU 


“T have received no direct reply to 
my open letter to David B. Fluegelman 
or invitation to present my opinions 
formally before the National Assn. of 
Life Underwriters’ board in April,” 
said Gerald A. Eubank on being 
queried by phone. His letter, reported 
in the Jan. 23 issue of THE NATIONAL 
UNDERWRITER, protested certain alleged 
derogatory statements made in various 
speeches by President Fluegelman 
about life business solicited by general 
insurance men. 

Mr. Eubank, Eubank & Henderson, 
New York City agency for Prudential, 
added that the only semblance of a 
reply he received was a copy of a 
press release through the mail which 


gave statements by President Fluegel-. 


man and by Managing Director B. N. 
Woodson. 





West Coast Names Roberts 
Manager at Los Angeles 


West Coast Life has appointed John 
S. Roberts manager at Los Angeles. 

Mr. Roberts entered life insurance in 
1947 and has both production and 
agency building experience. He is a 
veteran of the last war. 

In conjunction with the appointment, 
West Coast Life is opening a new Los 
Angeles office at 3747 Wilshire boule- 
vard. 





Peterson New Training Assistant 
Mutual Life has appointed W. Lloyd 
Peterson, assistant manager at Salt 
Lake City since 1950, training assistant 
at the home office. He has been with 


the company since 1948. 


1952 an Excellent Year, 
Company Reports Show 


(CONTINUED FROM PAGE 2) 

ance paid for in 1952, Midland Mutual 
Life closed 1952 with $240,552,926 in 
force, a gain of 7.05%. Assets increased 
to $75,875,379, up 6.22%. Total income 
was $10,875,036, an increase of $769,- 
994. Policyowners were paid $3,524,738, 
making a total of $71,020,072 paid 
policyowners and beneficiaries during 
the company’s history. 

Net rate of interest earnings was 
$3.45%, as against 3.32%. 


MUTUAL BENEFIT LIFE 

Assets of Mutual Benefit Life 
reached an all-time high of $1,427,260,- 
010 at the end of 1952, a gain of 
$68,876,750, and interest earned on in- 
vestments of 3.27% was an increase of 
.11%. Appropriation of $16,300,432 was 
made for dividends on the increased 
scale adopted for 1953. 

A general surplus increase to $48,- 
081,610, plus a substantial increase in 
the security valuation reserve, make 
these items in combination 14% greater 
than last year. Liabilities increased 5%. 

New sales totals were reported in the 
Jan. 16 issue. : 


PROVIDENT L. & A. 


In 1952 every department of Provi- 
dent Life & Accident showed gains and 
attained new volume records, accord- 
ing to President R. L. Maclellan. 

Assets increased more than $8 mil- 
lion to reach $77,412,012. A. & H. pre- 
miums amounted to $36,358,433, a gain 
of more than $2% million. 

Life insurance in force at Dec. 31 
totaled $1,003,897,319, up more than 
$114 million. Achievement of the $1 
billion goal came within 35 years from 
the time the company first began to 
write this coverage, and one-half the 
total was written in the last 4% years. 

Policyholders and beneficiaries were 
paid $32,716,398 during 1952, a $3 mil- 
lion gain, bringing payments since or- 
ganization to $243,747,416. 


UNION CENTRAL LIFE 

New life insurance sales in 1952 of 
Union Central Life increased 23%, 
showing a larger gain than ever before 
and amounting to $161,136,862. 

Life insurance in force increased 
$79,662,436 to a total of $1,559,052,259. 

Assets increased $18,527,161 and now 
amount to $677,959,742, largest ever. 
After setting aside $3,769,205 for pay- 
ment of dividends to policyholders in 
1953 and various amounts for strength- 
ening reserves on old policies and set- 
tlement options, surplus increased $1,- 
682,648 to total $22,361,519. 

Payments to policyholders and bene- 
ficiaries reached $49,358,957, bringing 
the total of such payments since organ- 
ization to $1,371,621,085. 





Shortest Insurance Career 


WASHINGTON—What was perhaps 
the shortest insurance career on record 
was that of a man who applied to the 
District of Columbia insurance depart- 
ment for a broker’s license Jan. 15. 
License was issued to him Jan. 22. On 
Jan. 30 he was asked to show cause 
why his license should not be revoked, 
in view of the fact that his check for 
$8.33 to pay the license fee had 
bounced. He is said to have admitted 
he knew the check was no good, but 
offered a cashier’s check to cover the 
fee. However, the department decided 
that if he would give it a rubber check 
he might give anybody else one. His 
license was revoked Feb. 2. 


ASSOCIATIONS 


Oklahoma Sales Congress 
Card Is Now Readied 


Speakers and their topics at the sales 
congress Feb. 14, at Oklahoma Assn. 
of Life Underwriters at Tulsa and 
Oklahoma City are Solomon Huber, 
general agent of Mutual Benefit, New 
York, “Motivation”; Frank L. See, New 
England Mutual, St. Louis, “Answering 
Objections”, and Francis L. Merritt, 
vice-president and agency director 
Central Life of Iowa, “The Life Insur- 
ance Agent’s Place in the Sun.” This 
will be the first time in several years 
that the meeting is being directed to 
agents in both the eastern and western 
parts of the state. 

Oklahoma producers who will speak 
will be Floyd B. Barnes,, American 
National at Lawton, “Being the Men 
We Are;” and Wick W. Fondren, Great 
Southern at Madill, “Fish or Cut Bait.” 








Miami—David B. Fluegelman, presi- 
dent of the National association, was 
honored at a joint dinner of the local 
association and the Miami Managers & 
General Agents Assn. Mr. Fluegelman 
spoke the following day at an associa- 
tion luncheon. 


Rock Island, Ill.—Durward Penrod, field su- 
pervisor of training of Metropolitan Life, 
spoke on “Business Life Insurance and Its 
Relation to Modern Business.” The association 
has planned a joint “Ladies Night” with the 
Davenport association. 


New York City—Benjamin N. Woodson, man- 
aging director of N.A.L.U. and L.U.T.C., told 
the Bronx branch “How to Make a Buck” 


Mt. Vernon, Ill.—Life Association News, pub- 
lication of the National association, has praised 
a 52-week advertising campaign sponsored by 
the Central Southern Illinois association, which 
presents information on life insurance, and 
gives prominence to members of the associa- 
tion. 


San Antonio—Speakers were W. D. Bacon, 
Crown Life; O. P. Schnabel, Jefferson Stand- 
ard Life, and Marion Coulter, Lincoln Na- 
tional Life. The latter outlined plans for an 
insurance week here during which members 
will be featured in local newspaper advertise- 
ments. 


MINNEAPOLIS—The Twin City Women’s 
association heard a panel discuss ‘Achieving 
Your Financial Goal Through Annuity and 
Insurance Investments.” Participating were 
Mrs. Helen H. Carlson, St. Paul; Mrs. Annette 
Worwa, Minneapolis, and Mrs. Anne Dolan 
Kelly, president. 


DALLAS—Members’ wives were honored at 
the association’s annual ‘Wives Appreciation” 
day. Mrs. Frances Edwards of Gainsville, wife 
of Aetna agent C. E. Edwards, spoke on 
“Mrs, Agent.” 


ELKHART, IND.—Ben F. Hadley, vice-pres- 
ident and superintendent of agencies, Colum- 
bus Mutual Life, spoke on “Successful Selling 
Through Profitable Packages.” 


SANDUSKY, 0.—The North Central Ohio as- 
sociation heard C. Albert Dauch, district sales 
manager at Mansfield, O., for Farm Bureau 
Life, speak on “Selling Time.” 


Pittsburgh—The Butler branch will hear 
Walter D. Van, agent at New Castle, Pa., for 
Prudential, speak on “The Drums and the 
Trumpets”; Paul A. Bishop, agent at Pitts- 
burgh for Knights Life, will address the Wash- 
ington branch on “Growth with Enthusiasm”; 
the topic chosen by Ernest K. Beckley for his 
talk before the Fayette county branch will be 
“Blue Print of Your Job”; “The Big Change” 
will be discussed by Robert J. Vargo at the 
meeting of the New Castle branch, and Charles 
O. Selby will talk on “Selling Peace of Mind” 
before the Beaver Valley branch. 


New York City—‘‘Modern Business Insur- 
ance Methods” will be discussed by Leon Gil- 
bert Simon, authority on business insurance 
and taxes, at the February educational meet- 
ing. Mr. Simon will cover the economic need, 
sales techniques, sales approach, and the close. 








Harmelin Agency, New York City, 
celebrated its 35th anniversary with 








Columbian National Life. It is one of 
the oldest company agencies managed 
by its original general agent, Arnold 
Harmelin, who moved his agency from 
Newark in 1923. 





Jefferson Standard Raises 
Marsh, Seawell, Macon 


Jefferson Standard Life has ad- 
vanced Hal R. Marsh, W. L. Seawell, 
Jr., and Seth G. 
Macon, assistant 
superintendents of 
agencies, to super- 
intendents. 

Thecompany 
has also promoted 
Guy B. Phillips, 
Jr., planning su- 
pervisor, to man- 
ager of the per- 
sonnel division, 
and appointed 
Thomas A. Spark- 
er assistant man- 
ager of the real estate department. 

Mr. Marsh joined the company in 
1926, and became agency assistant in 
1944. The same year he was appointed 
advertising manager. He was named 
assistant superintendent of agencies in 
1949. 

Mr. Macon went with the company in 
1946; becames sales training manager 
the following year, and assistant super- 
intendent of agencies in 1948. 

Mr. Seawell had been assistant su- 
perintendent of agencies since 1949. 
Before that he was sales planning 


Hal 


R. Marsh 


W. L. Seawell, Jr. 


Seth G. Macon 


manager for two years. He joined the 
company in 1940, and became assistant 
in 1946. 

Mr. Phillips went with the auditing 
department in 1938. He has been plan- 
ning supervisor since last year. Mr. 
Sparker has been in the real estate 
department since joining the company 
in 1947. 


List Prestige Speakers for 


Chicago Association Forum 


Chicago Assn. of Life Underwriters 
has lined up a trio of prestige speakers 
for its February sales forums. 

H. Ferris White, Jr., sales consultant, 
will speak on “Time Out For Self- 
Appraisal’, and Paul A. Dice of North- 
ern Trust Co., will cover “Valuation 
of Close Corporations” on the 2ist. 
Daniel M. Schuyler, attorney, will dis- 
cuss “Estate Conversion” on the 28th. 
An alternate speaker will be named 
for Gov. William G. Stratton, origi- 
nally scheduled to head the program 
for the 28th. 





Best Advances Guilfoyle 


Best Co., insurance publishers, has 
appointed John F. Guilfoyle vice-pres- 
ident. He had been manager of the life 
department and editor of life publica- 
tions since 1948. Mr. Guilfoyle joined 
the company as assistant manager of 
the fire department in 1928. 
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Chicago C.L.U.’s Hear Denis Maduro Describe 
Insured Profit Sharing, Pension Planning 


“Widows’ and orphans’ pensions” 
has a lot more sales appeal than “death 
benefits” in discussing pension propos- 
als with employers, advised Denis B. 
Maduro, New York City lawyer and 
estate and business insurance expert, 
at the two-day seminar run by Chicago 
C.L.U. Chapter on insured profit-shar- 
ing and pension plans. 

This phrase is much more effective 
than “death benefits,” even though it 
means the same thing, Mr. Maduro ex- 
plained. Moreover, very few non-in- 
sured pension plans provide any such 
death benefits so if death occurs be- 
fore retirement the man’s widow and 
children are left without any coverage 
under the plan. 

This suggestion made quite a hit with 
the audience, as did Mr. Maduro’s sug- 
gestion than an insured profit-sharing 
or pension plan be used for higher sal- 
aried personnel to supplement existing 
pension or profit sharing plans, if there 
is sufficient margin under the corpora- 
tion’s tax deduction. Such supplemen- 
tary plans often have considerable ap- 
peal when a company has not used up 
all its tax deduction. The plan must of 
course come within integration re- 
quirements. 

e e e 

Discussing common errors in pension 
planning, Mr. Maduro said the worst 
one is to assume that age and service 
requirements are part of the plan’s 
coverage rather than part of its financ- 
ing problems. Thus, agents often miss 
a chance to sell a plan because an em- 
ployer says he has quite a few em- 
ployes over 55 years old. However, 
these employes can be included in the 
corporation’s promise to pay even 
though their pensions are not funded 
under the plan. 

Likewise, if there is an age at entry 
and years-of-service requirement, 
younger employes should be considered 
as being in the plan even though the 
employer will not begin putting up 
money on their account until they have 
met the age and years-of-service qual- 
ification. 

Discussing insured pension plans, 
Mr. Maduro said that the two main 
current developments are the emer- 
gence of the variable annuity plan, in 
which the pension income varies with 
the earnings on the invested fund ra- 
ther than promising a specific number 
of dollars of income, and the “thrift 
plan”. Mr. Maduro said that both of 
these plans can be used, particularly 
among industrial corporations, to sup- 
plement existing pension plans. 

e e e 

The thrift plan is somewhat like a 
profit sharing plan with these excep- 
tions. It is generally used to supple- 
ment a pension plan, it calls for con- 
triutions from the employes, the em- 
ployer contribution instead of being 
made on a profit-sharing plan formula 
is usually a certain percentage of the 
employe’s pay or else matches the em- 
ploye’s contributions, the thrift plan 
usually calls for money to be paid dur- 
ing employment whereas the profit 
sharing plan usually pays out only on 
severance of employment, retirement 
or death. 

Up to now the thrift plan’s main 
appeal is to companies having a labor 
cost that is a fairly small percentage 
of the product cost, as with oil and 
chemical companies. It was little ap- 
peal if labor is a high percentage of 
product cost. 

Mr. Maduro discussed the integra- 





tion requirements for pension plans 
and distributed a one-page chart pre- 
pared by Samuel Ain, New York con- 
sulting actuary, explaining the Treas- 
ury’s mimeograph 6641. Talking on the 
estate planning problems of higher in- 
come and estate tax planning, Mr. Ma- 
duro said they are very similar to 
those of agents in connection with 
their renewal commissions. Death and 
severance benefits are subject to in- 
come tax when paid to the recipient 
and this should be taken account of in 
planning his estate. 

Mr. Maduro also touched on what he 
felt should be the future program for 
C.L.U. institutes. He believes that they 
should be so constructed as to elimi- 
nate sales talks and to provide some- 
thing entirely different from the usual 
sales congress type of meeting. The stu- 
dent at a C.L.U. institute, he said, 
should get factual presentations plus 
the philosophy of the lecturer and from 
these he should work out his own sales 
ideas, for if he cannot do this he is not 
enough of a salesman to be attending 
the institute at all. 

e e e 

Mr. Maduro said he had heard some 
talk about wanting more sales ideas 
given at these institutes but he ex- 
pressed concern that if this were done 
the institutes would just become sales 
congresses. He also expressed the feel- 
ing that it would be better to have one 
firmly established, high-grade institute 
each year than to split the effort into 
two or more institutes. 

John O. Todd, Northwestern mutual, 
Chicago, spoke at the conclusion of Mr. 
Maduro’s first-day lecture, giving his 
philosophy and some sales applica- 
tions of Mr. Maduro’s points. At the 
close of the second day, Mr. Todd re- 
echoed Mr. Maduro’s warning on the 
proper design of pension plans and 
talked on the advancements made by 
life companies to enable proper de- 
signing that recognizes the need for 
conforming to the demands of buyers 
rather than vice versa. 

A. D. Crow, general agent of Lin- 
coln National, acted as chairman. 





Honor Palach’s Sales Rate 


Marshall C. Palach of Manufacturers — 


Life, Ubly, Mich., has completed 25 
years on the company’s monthly Per- 
sonal Honor Roll. Qualification for the 
honor roll requires $10,000 in monthly 
production. Mr. Palach at one time had 
a $50,000 monthly streak going for 35 
consecutive months. He has been with 
the company since 1927. 





Jefferson National Rally 


There was a good turn-out at the 
annual company convention at Chicago 
of Jefferson National Life. President 
E. K. Mc Kinney was among those who 
addressed the meeting, with Robert 
Main, agency director, presiding over 
the general agents’ session, and Robert 
Skinner of the home office staff in 
charge of the district agents’ session. 

Special awards went to the 10 agents 
who were leaders in a year-end pro- 
duction contest. 





To Honor Leading Agency 


Ohio State Life will honor its Colum- 
bus Agency at a dinner. The agency 
took first place in the company last 
year with Wayne L. Lewis leading 
personal producer. 


Isaacs Succeeds Moyer 

George R. Isaacs of Columbus has 
been appointed central Ohio manager 
of North American Accident to suc- 
ceed S. Glen Moyer, who is now re- 
tiring. Mr. Moyer has headed the cen- 
tral Ohio department 20 years. He’ is 
a past president of Columbus A. & H. 
Underwriters Assn. Mr. Isaacs has 
been with the company since 1945. 





Managers Name Druart 

Eugene K. Druart has been elected 
president of Fort Wayne Life Man- 
agers Assn. Mr. Druart is general 
agent for Indianapolis Life. Others 
elected were Harry H. Dickinson, Pru- 
dential, vice-president, and Robert W. 
Ferguson, Phoenix Mutual, secretary- 
treasurer. 





O’Connor Tops Penn Mutual 

Joseph F. O’Connor of the Barton 
agency for Penn Mutual Life, Los An- 
geles, led 20 company million-dollar 
producers for 1952 with $2,262,787 in 
paid business. 





Advice for Manager Aspirants 

The pros and cons of becoming an 
agency manager are put forth in a new 
L.1.A.M.A. publication for the agent. 
Management And Your Future points 
out job factors to be considered before 
an agent decides whether he wants to 
become a manager. 

It discusses the question of the de- 
gree of security, independence of ac- 
tion, earnings, advancement, prestige 
and satisfaction offered by the mana- 
gerial career as contrasted with a sales 
career. Setting forth requirements for 
entering management, the booklet ex- 
plains why some men fail and empha- 
sizes that the ability to recruit, guide 
and supervise agents is essential to 
success. 





District Managers Hear Hauser 

Peoples Life of Washington, D. C., 
has concluded a two-day gathering at 
Washington for district managers and 
assistant district managers from five 
states. Home office speakers were 
President S. W. Hauser, W. T. Leith 
and O. R. Hoover, vice-presidents, and 
W. W. White, secretary. Three mana- 
gers and three assistant managers were 
honored for their 1952 production rec- 
ords. 


Convention Dates 








Mar. 16-18, L.I.A.M.A. small companies con. 
ference, Edgewater Beach Hotel, Chicago. 

Mar. 26-27, Society of /.ctuaries, Hotel Com. 
modore, New York City. 





Mar. 29-April 2, N.A.I.C. blanks committee, 
Commodore hotel, New York. £ 
April 13-14, American Life Convention, re. 
gional meeting, Hotel Utah, Salt Lake City, 
April 13-16, National Assn. of Life Under. 
writers, mid-year, Chicago. 

April 16-17, American Life Convention, re- 
gional meeting, Jefferson Hotel, St. Louis. 

April 16-18, Home Office Life Underwriters | 
Assn., annual, Greenbrier hotel, 
phur Springs. 

April 20-21, Zone 4, National Assn. of In. 
surance Commissioners, Chicago. 

April 20-21, American Life Convention, re. 
gional meeting, Sheraton-Belvedere hotel, 
Baltimore. 


ing, Drake hotel, Chicago. 


White Sul. © 


ee 


April 20-22, L.I.A.M.A. combination compa. ~ 


nies spring conference, Plaza hotel, New York 
City. 

April 23-24, Zone 3, National Assn. of In- 
surance Commissioners, Henry Grady hotel, 
Atlanta. 

April 27-29, L.I.A.M.A. large companies 
spring conference, the Homestead, Hot Springs, 

May 4-6, H.&A. Underwriters Conference, 
Drake Hotel, Chicago. 

May 10-12, Assn. of Life Insurance Counsel, 
the Homestead, Hot Springs. 


April 20-22, L.LA.M.A. A.&H. spring meet. / 
; 


May 13-15, Zone 2, National Assn. of Insur 


ance Commissioners, Hershey, Pa. 

May 20-22, Life Insurers Conference, annual, 
Claridge Hotel, Atlantic City, N. J. 

May 20-22, Canadian Life Insurance Officers 
o~- annual, Seigniory Club, Montebello, 

. Q. 

May 25-26, Life Office Management Assn., 
spring conference, New Ocean House, Swamp- 
scott, Mass. 

June 3, Fraternal Actuarial Assn., Nether- 
land Plaza hotel, Cincinnati. 

June 4-5, Society of Actuaries, Hotel Nether- 
land Plaza, Cincinnati. 

June 7-11, National Assn. of Insurance Com- 
missioners, annual, St. Francis hotel, San 
Francisco. 

June 14-26, American Life Convention, life 
officers investment seminar, Beloit College, 
Beloit, Wis. 

June 18-20, American Life Convention, medi- 
cal section, the Greenbrier, White Sulphur 
Springs. 

June 29-July 1, International Assn. A.&H. 


Underwriters, annual, Edgewater Beach hotel, — 


Chicago. 

June 29-July 2, Million Dollar Round Table, 
annual, Greenbrier hotel, White Sulphur 
Springs. 





Tenn. Counsel Makes Change 


John B. Rhem, former general coun- 
sel of the Tennessee insurance depart- 
ment, has gone with General Ameri- | 
can Casualty of San Antonio as special 
agent with headquarters at Nashville. 
He formerly practiced law at Memphis, ‘ 


wr 











Shown here are participants in “St. Louis’ Own Million Dollar Round Table” 
who briefly described selling methods that helped them become consistent 
M.D.R.T. members. St. Louis Assn. of Life Underwriters, the sponsor, had the 
talks recorded and they will be made available to local associations through 


N.A.L.U. 


Seated, from left, Russell W. Huether, Franklin Life; Adam Rosenthal, Gen- 
eral American Life; Nathan H. Burgheim, Northwestern Mutual Life, and 
Richard H. Bennett, General American Life, association president. 

Standing, Raymond T. Hunsaker, Aetna Life; Elmer S. Rosenthal, General 
American Life; Robert L. Scharff, Northwestern Mutual Life; John O. Hawkins, 
New York Life, and Harry Greensfelder, Jr., Equitable Society. Albert I. Stix, 
Jr., Mutual Benefit Life, not shown, also was on the program. 
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INTEGRITY 


West Coast Life philosophy De 


is based on the belief that 
Integrity is the best public re- 
lations...that West Coast Life 
insured have a right to ex- 
pect that their policies will do 
all the Agent has promised. 


WEST COAST LIFE 


INSURANCE COMPANY 


HOME OFFICE . SAN FRANCISCO 
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According to our ae annual repert, the amount of insurance 
that was added to our total was 729% of the insurance written. 
Then, too, our ratio of actual to expected mortality was only 25.9%. 
Because of these favorable ures, our men sell the best at a 
minimum cost. 

Your life underwritg@f’s contract with Lutheran Mutual is a 
passport to security fer you and for the people you serve. 

Write today learn how dealing with a select group of 
clients can m larger commissions and greater opportunities 
for you. 
Openings for Lutherans in 21 States 
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Shenandoah Life 


INSURANCE COMPANY, INC. 


ROANOKE 10, VIRGINIA * PAUL C BUFORD. PRESIDENT 














ecurity... 


From the security of the individual comes the 





security of the mass. . . . This is the basis for 
the success of our sales organization. Every 
member of our sales force is armed with 
competitive merchandise, backed by a liberal 


compensation plan and excellent training. 


Pan-American representatives are also assured 
of a secure future through a non-contributory 
pension plan—plus other benefits such as: 


e@ Group insurance up to $6000. 


e Free hospitalization 





@ Disability benefits 


For information Address 


CRAWFORD H. ELLIS 
President CHARLES J. MESMAN 
Superintendent of Agencies 


EDWARD G. SIMMONS 


Executive Vice-President 


PAN-AMERICAN 


KENNETH D. HAMER 
Vice-President & Agency Director 


LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 
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Which weighs more? 


a pound of dollars or a pound of 
four leaf clovers? 


A pound is a pound—but when hospital or doctor bills have to 
be paid, a pound of four leaf clovers doesn’t carry much weight. 


It’s dollars that count, and if you have sold your clients Trav- 
elers Accident and Sickness insurance, they have something 
better than a good luck charm to ward off the losses caused by 
accident or illness. 

Why not tell your clients how they can have this vital protec- 
tion at a low cost? It is an argument that will carry a lot of 
weight. 

Just call on the nearest Travelers Branch Office Manager for 
full information on Travelers modern Accident and Sickness 
policies. He’ll have a selection of hard-hitting sales aids and 
leaflets, too. 


THE TRAVELERS INSURANCE COMPANY ° Hartford, Connecticut 





